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preparations  cosmetiques 

For  the  chemists  of  Britain,  the 
chemists  of  Vichy  introduce  their  new 
"Creme  pour  les  mains? 

A  handcream  with  all  those  qualities 
for  which  the  Vichy  name  is  respected. 

It  contains  allantoin  and  glycerine  to 
make  dry,  rough  or  chapped  hands  soft 
and  supple.  And  to  make  healthy  hands 
softer  and  suppler. 

Being  non-greasy  it  is  a  pleasure  to 
use.  The  faintest  of  bouquets  lingers  on. 

Yet  still  it  cares  and  protects  in  a 
way  that  only  a  Vichy  handcream  could. 

A  gentle  word,  perhaps,  to  your 
customers? 


VICHYsKIN  CARE 
Creme  pour  les  mains.  Exclusive  to  chemists. 
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Required  options 

Words  of  hope  for  the  future  of  the  pharmaceutical 
wholesaler  service  came  this  week  from  Mr  A.  Richie, 
chairman  of  Macarthys  (p508).  A  third  fewer  depots  in  the 
next  five  years,  perhaps,  but  a  prospect  of  profitability  for 
those  remaining — in  fact,  a  long-overdue  trimming  of  the 
dead  wood. 

No-one  would  disagree  that  chemists  have  kept  too 
many  options  open  in  the  past,  and  that  rationalisation  will 
be  good  for  both  wholesaler  and  retailer.  But  the 
wholesalers'  overall  service  is  currently  far  from 
perfection — out-of-stock  levels;  failure  to  hold  essential 
but  rarely  used  drugs;  errors;  lack  of  qualified  staff,  etc — 
and  pharmacists  will  let  go  these  options  most  reluctantly, 
not  only  in  their  own  but  in  their  patients'  and  customers' 
interest.  (A  clerk  telephoned  C&D  this  week  to  say  the 
injection  we  had  ordered  was  in — hopefully  it  has  found 
its  correct  destination  by  now!) 

Potentially  more  damaging,  however,  was  Mr  Richie's 
restrained  warning  that  manufacturers  and  wholesalers 
could  find  themselves  doing  battle  for  generics  business  as 
"new"  medicines  become  more  difficult  to  launch.  There 
are  early  signs  of  this  in  the  MSD  push  for  direct  sales 
and  the  wholesaler  organisation's  (NAPD)  militant 
reaction — causing  Vestric  to  withdraw.  This  is  one  battle 
only  the  patient  can  lose. 


Private  PR 


London  LPCs  group  dissatisfaction  with  PSNC  public 
relations  (C&D  September  29,  p461 )  will  have  struck  a 
chord  with  many  contractors,  but  how  many  realise  that 
much  PR  is  not,  in  fact,  "public"?  Something  of  the 
behind-the-scenes  effort  could  be  seen  last  week  in  the 
unexpected  surroundings  of  the  House  of  Lords,  when 
PSNC  played  host,  under  the  generous  sponsorship  of 
Lord  Addison,  to  many  "opinion  formers." 

Among  the  guests  were  representatives  of  consumer 
organisations,  journalists  and  members  of  both  Houses  of 
Parliament  and  it  was  chairman  David  Sharpe's  task  to 
thank  them  for  past  services  rendered  and  to  exhort  them 
to  give  further  support  of  pharmacy's  cause. 

Why  fete  these  people,  some  of  whom  will  have  been 
approached,  perhaps  dined,  more  than  once  during  the 
year?  In  fact  it  is  the  difference  between  the  public  and 
the  private  faces  of  PR.  The  public  tires  quickly  of  issues 
and  its  support — the  strongest  weapon  of  any  cause — 
should  be  used  sparingly.  Opinion  formers  and  legislators, 
on  the  other  hand,  must  be  kept  up  to  date  with  issues 
and  made  constantly  aware  of  them.  Unfortunately  for 
PSNC,  the  private  side  of  its  PR  creates  few  immediate 
headlines! 

Wrong  target 

We  trust  that,  with  hindsight,  Sainsbury's  will  regret 
last  week's  Sun  advertisement  which  invited  members 
of  the  public  to  save  themselves  "a  trip  to  the  chemists" 
by  spending  an  extra  minute  in  one  of  their  stores.  The 
advertisement  mentioned  only  toiletries,  but  of  course 
the  stores  are  only  too  willing  to  add  proprietary 
medicines  and  some  own-label  generics  to  the 
housewife's  shopping  basket.  So  who  needs  a  chemist? 
Sainsbury's  should  try  asking  their  customers  how  they 
view  "trips  to  the  chemist" — and  whether  the  store  and 
its  checkout  girls  offer  a  valid  alternative. 
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Fewer  but  profitable 
wholesaler  depots? 


Wholesaler  depots  may  be  cut  by  a  third 
in  the  next  five  years  as  a  result  of  the 
ending  of  resale  price  maintenance,  but 
forecasts  of  dramatic  reductions  in  the 
number  of  wholesalers,  or  widespread 
curtailment  of  their  services,  are  too 
gloomy. 

Making  those  predictions  last  week  at 
the  annual  meeting  of  Macarthys  Phar- 
maceuticals Ltd,  Mr  A.  R.  Richie,  chair- 
man, said  it  was  arguable  that  there  were 
too  many  depots  anyway,  particularly  in 
the  connurbations.  Macarthys  would  ex- 
pect those  remaining  to  be  as  profitable 
as  ever  they  were,  "though  this  may  not 
necessarily  be  the  case  for  wholesalers 
who  were  buying  business  with  discounts 
in  the  past  and  who  now  have  to  buy  it 
much  more  expensively." 

Today,  said  Mr  Richie,  RPM  no  longer 
existed  in  transactions  between  wholesaler 
and  retailer.  "In  some  ways  this  is  a 
much  better  situation  than  existed  pre- 
viously where,  as  everyone  knew,  but 
nobody  would  admit,  unofficial  discounts 
were  widespread:  in  a  properly  free  mar- 
ket, at  least  you  know  where  you  are, 
even  if  you  don't  know  where  you're 
going!  " 

But  on  another  front,  Mr  Ritchie  saw 
a  danger  of  competition  between  whole- 
salers and  manufacturers  for  sales  of 
generics.  The  difficulty  and  cost  of 
getting  new  medicines  onto  the  market, 
together  with  application  of  the  "abso- 
lute liability"  principle  to  pharmaceutical 
products,  meant  that  many  pharmaceu- 
tical manufacturers  were  increasingly 
dependent  on  sales  of  products  no  longer 
having  patent  protection.  "As  whole- 
salers, this  places  us  in  a  position  of 
influence  which,  frankly,  I  would  prefer 


not  to  be  called  upon  to  use.  We  have 
no  wish  to  be  pushed  into  the  position 
where  we  find  pharmaceutical  manufac- 
turers, to  secure  their  sales  volumes, 
increase  promotion  of  sales  direct  to  the 
retail  pharmacist — and  we  have  to  com- 
pete with  them. 

"I  hope  that,  in  the  immortal  words  of 
Len  Murray,  'Common  sense  will  pre- 
vail' and  the  wholesaler  can  continue  to 
act  as  the  manufacturers'  distribution 
outlet  and  that  the  community  of  interest 
between  them  will  be  maintained." 

Macarthys  have  themselves  begun 
moves  into  prescription  specialities  but, 
according  to  Mr  Richie,  "are  not  likely 
to  be  a  significant  force  in  that  area  for 
some  time  to  come". 

Export  awards  for 
small  companies 

Companies  employing  fewer  than  200 
people  may  now  apply  for  the  1979-80 
Export  Award  for  Smaller  Manufac- 
turers. Any  independent  manufacturing 
company  or  group  of  companies  whose 
exports  exceeded  £50,000  in  the  year 
ending  March  31,  1978,  and  £100,000  in 
the  year  ending  March  31,  1979,  is 
eligible  to  enter  provided  it  has  not  won 
previously  (runners  up  from  previous 
years  are  eligible). 

Sponsored  jointly  by  the  government 
and  commercial  bodies  and  the  Daily 
Express,  and  organised  by  the  Associa- 
tion of  British  Chambers  of  Commerce, 
the  closing  date  for  entries  is  December 
1.  Application  forms  are  available  from 
the  ABCC,  6  Dean  Farrar  Street,  London 
SW1H  ODX. 


A  net  68  won  the  Farley  Health  Products' 
trophy  for  Ealing  pharmacist  Mr  Glynne 
Roberts  (right)  at  the  London  Chemists' 
Golfing  Society's  meeting  at  the  par  72 
Berkshire  Golf  Club  course.  Mr  Roberts 
plays  off  a  12  handicap.  He  shot  a  gross 
80  to  take  the  trophy  which  was  presented 
by  Farley's  eastern  regional  manager 
Mr  Les  Wood.  The  society's  vice-chairman, 
Mr  Richard  Briggs,  won  the  Stableford 
prize  donated  by  Mentholatum 


Smallpox  vaccine 
shortage:  larger 
vial  concession 

It  has  been  reported  that  there  is  now  a 
shortage  of  both  the  single  dose  vial  and 
the  10  dose  vial  of  smallpox  vaccine  in 
some  parts  of  England  and  Wales.  The 
Department  of  Health  has  agreed  that 
where  a  pharmacist  supplies  a  25-dose 
vial  because  he  is  unable  to  obtain  a  10- 
dose  vial  and  endorses  the  prescription  to 
this  effect  he  will  be  reimbursed  the  cost 
of  the  25  dose  vial  (£2.80)  during  the 
months  of  September  and  October  1979. 

Pharmacy  section 
closes  on  takeover 

The  branch  of  Westons  Chemists  (UK) 
Ltd  at  6  George  Street,  Halifax,  has  been 
taken  over  by  Harry  S.  Allen  Ltd.  The 
premises  will  be  used  for  the  sale  of  per- 
fumes, cosmetics  and  photographic  equip- 
ment; the  pharmacy  section  has  been 
closed  as  an  experiment  by  the  group 
which  has  about  40  pharmacy  branches. 

Scottish  April 
script  figures 


Average  cost  of  prescriptions  dispensed 
by  chemists  and  appliance  suppliers  in 
Scotland  during  April  was:  — 


P 

Ingredient  Cost 

201.9 

Oncost 

27.3 

Dispensing  Fee 

20.2 

Container  Allowance 

2.8 

Other  miscellaneous  costs 

0.6 

Gross  Cost 

252.8 

less  Charges 

7.7 

Net  Cost 

245.1 

Total  number  of  prescriptions:  2,813,000 
October  6  1979 


Mrs  Barbara  Martin,  MPS,  of  R.A  and  B.M  Martin  Ltd,  Woolston,  Southampton,  winner 
of  Cuxson  Gerrard's  recent  competition,  being  presented  with  travel  documents  for  two 
and  a  cheque  for  £100  by  Mr  Brian  Clay,  Cuxson  Gerrard's  key  accounts  manager. 
Her  winning  slogan  was  "Sweet  smelling  success" 
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Left:  North  East  regional  winner,  Mrs  Ursula  Webb,  with  runners  up  Mrs  Lynn  Nixon  and  Mrs  A.  Teal.  Right:  West  Yorkshire 
regional  winner,  Mrs  Valerie  Wild  with  runners  up  Mrs  Valerie  Hodgson  and  Mrs  Shirley  Miller 


Phenacetin  ban 
now  signed 

The  general  use  of  phenacetin  in  human 
and  veterinary  medicinal  products  has 
been  banned  by  an  Order  published  last 
week  (The  Medicines  (Phenacetin  Pro- 
hibition) Order  1979  No  1181).  The  Order 
comes  into  operation  on  March  27,  1980. 
This  follows  a  recommendation  by  the 
Committee  on  the  Review  of  Medicines 
that,  on  grounds  of  safety,  phenacetin 
has  no  place  in  analgesic,  anti-inflam- 
matory, or  anti-pyretic  therapy.  The  long 
term  use  of  phenacetin  is  associated  with 
nephropathy. 

On  advice  from  the  Medicines  Com- 
mission the  Order  permits  the  continued 
use  of  a  small  proportion  (0.1  per  cent) 
of  phenacetin  as  a  stabiliser  in  hydrogen 
peroxide  for  external  use.  Pharmacists 


may  dispense  a  prescription  for  phen- 
acetin written  by  a  doctor  or  dentist 
"for  administration  to  a  particular 
patient  of  his." 

Pharmacy  holds 
its  attraction 

Figures  released  by  the  Council  for 
National  Academic  Awards  over  the  past 
five  years  suggest  continuing  stability  in 
the  number  of  students  enrolled  on 
CNAA  pharmacy  courses. 

There  have  been  no  significant  changes 
in  either  the  number  of  students  enrolled 
—1,342  in  1978;  1,137  in  1973— or  the 
number  of  first  and  masters  degree 
courses  available.  In  contrast  the  total 
number  of  first  degree  scientific  courses 
has  increased  by  25  per  cent,  from  390 
to  497,  and  the  number  of  science 
students  by  50  per  cent,  from  27,299  to 
40,537. 
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We  are  nearly  halfway  through  the 
regional  final  judging  in  the  Chemist  & 
Druggist  Chemist  Assistant  of  the  Year 
Competition,  and  a  highly  competitive 
grand  final  in  London  on  November  29 
is  already  a  certainty.  The  overall 
standard  of  entrants  has  impressed  the 
judging  panels  in  all  regions  and  the  first 
prize  winners  in  each  case  who  will  take 
part  in  the  London  final  will  make  first- 
class  representatives  for  their  part  of 
the  country. 

Top  three  places  in  finals  held  over  the 
past  couple  of  weeks  are  as  follows: 
Central  Scotland.  Mrs  Ina  Stephen  of 
Winslow  Chemist,  4  Muirhouse  Road, 
Motherwell;  Mrs  Eleanor  Willbond  of 
T.  J.  Docherty,  MPS,  139  Thurston 
Road,  Glasgow  G52;  and  Mrs  Janet 
McNaughton  of  J.  King,  MPS,  92 
Kirkintilloch  Road,  Lenzie. 
North  Scotland.  Miss  Julie  Noble  of 
Ogston  Chemist,  18  Union  Street,  Inver- 
ness; Mrs  Lena  Mearns  of  Connell 
Chemist,  26  Duke  Street,  Huntly, 
Aberdeenshire;  and  Miss  Barbara  Angus 
of  J.  H.  Dawson,  14  Regent  Street,  Keith, 
Banffshire. 

West  Yorkshire.  Miss  Valerie  Wild  of 
Allan  J.  Marks  Chemist  Ltd,  49  Kirk- 
gate,  Silsden,  Keighley,  W.  Yorks;  Mrs 
Valerie  Hodgson  of  W.  H.  Chanter  Ltd, 
303  Tong  Street,  Bradford,  W.  Yorks; 
and  Mrs  Shirley  Miller  of  B.  R.  Ham- 
mond, Otley  Road,  Guiseley,  W.  Yorks. 
North  East.  Mrs  Ursula  Webb  of  Ray- 
dales  Chemist,  24  Boldon  Lane,  South 
Shields,  Tyne  &  Wear;  Mrs  A.  Teal  of 
Wilsons  Chemist,  43  Regent  Street,  Blyth, 
Northumberland;  and  Mrs  Lynn  Nixon 
of  Lows  Chemist,  33  Front  Street, 
Consett,  Co  Durham. 

The  competition  is  sponsored  jointly 
by  C&D  and  NPA  Products. 
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Panel  target 
October  31 

The  independent  panel  of  inquiry  into 
NHS  chemist  contractors'  remuneration 
has  told  the  Pharmaceutical  Services 
Negotiating  Committee  that  it  hopes  to 
have  its  report  completed  by  October  31. 
The  report  will  be  submitted  to  PSNC 
and  the  Department  of  Health  and  no 
date  for  publication  of  the  recommenda- 
tions has  yet  been  set. 

Chemists'  sales  up 

Sales  by  chemists  rose  by  17  per  cent  in 
August  compared  with  a  rise  of  only  13 
per  cent  for  all  retailers.  According  to 
figures  published  by  the  Department  of 
Industry  the  index  number  for  all  re- 
tailers was  284  (1971  =  100)  and  for  in- 


dependents was  252,  an  increase  of  11 
per  cent.  The  increase  in  sales  of  all 
chemists  and  photographic  dealers  of 
17  per  cent  gave  an  index  number  of 
336,  with  independents  also  showing  an 
increase  of  17  per  cent  to  285.  NHS 
receipts  are  excluded. 

Conference  golf 

The  following  were  the  winners  of  the 
recent  golf  and  squash  competitions 
held  during  Conference  week  at  Exeter. 
Golf:  Edmund  White  Trophy  Stable- 
ford  Competition,  Dr  G.  Smith,  Aber- 
deen, 32  points;  Smith  and  Nephew 
Tankards,  Best  Outward,  Dr  T.  Bradley, 
Birmingham,  20  points;  Best  Inward,  Mr 
J.  Chambers,  Belfast,  18  points. 
Squash:  Unichem  Men's  Trophy,  Dr 
K.  Ridgeway,  Berks  (runner  up  Dr  E. 
Fullerton,  London);  Smith  &  Nephew 
Trophy  for  Ladies,  Miss  C.  Neal,  Man- 
chester (runner  up  Mrs  G.  C.  Juniper, 
Taunton);  Special  prize  for  outstanding 
junior,  John  Rucker,  Plymouth. 
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tort!  DERMIDEX  Skin  Medicine 

™^    from  the  makers  of  Mucron ,  Do-Do  and  Migraleve 


Three-fold  treatment 

Pain  and  irritation  relieved  -  Dermidex 

contains  a  local  anaesthetic. 

Infection  controlled  -  Dermidex  is  germicidal. 

Helps  healing  of  damaged  skin. 

(Full  information  has  been  sent  to  every 

chemist) 

Outstanding  test  market  results  show: 

-i-f  exceptionally  high  consumer  demand 

complete  user  satisfaction  -  in-pack 
questionnaires  give  gratifying  95%  product 
efficacy 

overall  sales  rate  (all  chemist  types) 
AT  LEAST  EQUALTO  MUCRON 

Advertising  -  National  Launch 

Breaks  October-  LARGE  SPACE,  PRIME 
POSITIONS  in  all  major  national  newspapers. 


Please  ensure  you  have  stocks 

Order  NOW  either  direct  (1  2\%  launch 
discount  on  1  doz.  or  more)  or  from  your 
wholesaler.  Minimum  profit  of  50%  oncost. 
RETAIL  :  87p  (50g)  TRADE  :  £0.5043  each 

INTERNATIONAL  LABORATORIES  LTD., 

Sunbury-on-Thames,  Middx. 
(Tel :  Sunbury-on-Thames  8741 1 


Please  note  NEW  ADDRESS 
from  November  5th  1979. 

Wilsom  Road,  Alton,  Hants. 
(Tel:  Alton  881  74) 


Pharmacy  only 


John  Ross  retires 
from  Boots 

Mr  J.  M.  T.  Ross,  FPS,  London  area 
and  pharmacy  services  director  of  Boots 
Co  Ltd,  has  retired  after  43  years  ser- 
vice. John  Ross  was  apprenticed  at  the 
Huntly  branch  in  Aberdeenshire  in  1936 
and  after  qualifying  from  the  Aberdeen 
School  of  Pharmacy  in  1942,  joined 
the  Royal  Air  Force. 

In  1947  he  rejoined  the  company  at 
the  Piccadilly  Circus,  London,  branch, 
and  soon  became  drug  manager  at  Re- 
gent Street.  Following  experience  at  a 
number  of  other  branches  he  was  ap- 
pointed an  assistant  territorial  general 
manager  in  1960,  later  moving  to  head 
office  to  succeed  Donald  Sparshott  as 
chief  pharmacy  superintendent  in  1965 
— he  was  only  the  fourth  to  hold  that 
office.  This  move  came  at  the  time  of 
the  Dickson  v  Pharmaceutical  Society 
case,  and  Mr  Ross  (who  helped  to  pre- 
pare the  Boots'  case)  says  he  learned 
more  about  the  politics  of  the  profes- 
sion in  that  short  time  than  during  any 
other  period. 

In  1970  Mr  Ross  was  appointed  a 
member  of  the  Medicines  Commission 
on  which  he  served  for  the  next  six 
years.  Also  in  1970  he  became  first  di- 
rector of  the  company's  eastern  area, 
and  a  year  later  London  area  director. 
He  relinquished  his  pharmacy  superin- 
tendent role  to  Bernard  Silverman  in 
1975  when  he  became  London  area  and 
pharmacy  services  director. 

Mr  Ross  has  also  served  on  the  Cen- 
tral NHS  (Chemist  Contractors)  Com- 
mittee, the  Joint  Pricing  Committee, 
and  the  Poisons  Board.  In  1970  he  was 
designated  a  Fellow  of  the  Pharmaceu- 
tical Society  and  was  elected  to  its 
Council  in  1977.  He  was  appointed  to 
the  Statutory  Committee  at  the  end 
of  that  year. 

Mr  Ross  and  his  wife  Pauline  have 
now  moved  to  the  Somerset  village  of 
Babcary   near   Yeovil,   where   he  will 
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concentrate  on  hobbies  ranging  from 
caravanning  and  fishing  to  "ham"  radio 
and  electronics. 

Mr  Lawrence  M.  Spalton,  FPS,  has  re- 
signed from  the  board  of  Sterling-Win- 
throp  Group  Ltd  for  health  reasons. 
Laurie  Spalton  joined  Bayer  Products 
Ltd  (later  renamed  Winthrop  Labora- 
tories) in  1950  as  sales  manager.  In  1960 
he  was  responsible  for  merging  four  sep- 
arate companies  owned  by  Sterling  Drug 
Inc  in  the  UK  to  form  the  Sterling-Win- 
throp  Group  Ltd  which  he  served  as 
chairman  and  chief  executive  from  1960 
to  1969. 

He  continued  to  serve  on  the  group's 
board,  first  as  deputy  chairman  then  as 
vice  chairman,  until  1972  when  he  re- 
linquished all  executive  powers  and  be- 
came a  part-time  external  director.  Mr 
Spalton  was  active  for  many  years  in 
the  affairs  of  the  pharmaceutical  indus- 
try. He  was  a  member  of  the  board  of 
management  of  the  ABPI  for  nearly  10 
years.  In  January  this  year  he  was 
elected  to  represent  the  ABPI  on  the 
health  legislation  a"nd  regulations  work- 
ing party  of  the  European  Federation  of 
Pharmaceutical  Industries  Association 
(EFPIA).  Mr  Spalton  was  made  an 
honorary  fellow  of  the  Pharmaceutical 
Society  in  1966  for  "distinction  in  in- 
dustrial pharmacy". 

Miss  Janet  M.  Oakley  has  won  the  £50 
Hooper  prize  for  a  paper  presented  at 
a  Guild  of  Hospital  Pharmacists  day 
conference  in  Birmingham.  The  paper 
"Some  practical  aspects  of  salicylate 
therapy  in  patients  with  rheumatoid 
arthritis"  will  be  published  in  a  future 
edition  of  the  Guild's  Proceedings. 
Miss  Susan  J.  Parker,  B.Pharm,  MPS, 
has  joined  the  senior  staff  of  the  Na- 
tional Pharmaceutical  Association  as  in- 
formation officer.  An  Australian  phar- 
macist, registered  in  Great  Britain,  she 
qualified  as  a  bachelor  of  pharmacy  at 
the  University  of  Sydney  in  1973.  Since 
qualifying,  Miss  Parker  has  had  widely 
varied  experience  in  retail  pharmacy  in 
New  South  Wales,  Victoria  and  London. 
Mrs  Barbara  Hammersley,  winner  of 
the  South  of  England  regional  final  in 
the  Chemist  &  Druggist  Association  of 
the  Year  Competition  (last  week  p487), 
is  employed  at  the  pharmacy  of  Mr  P. 
Winstanley,  MPS,  53  Donkin  Hill,  Ca- 
versham,  Reading,  Berks,  not  as  stated. 

Deaths 

Cox:  On  September  26,  Mr  Anthony 
Francis  Cox,  formerly  chairman  of 
Arthur  H.  Cox  and  Co  Ltd  (Pharmaceu- 
ticals). Mr  Cox,  grandson  of  the  foun- 
der played  a  leading  role  in  the  com- 
pany for  54  years  and  was  chairman 
for  23  years  until  1973,  when  he  retired. 

His  long  period  of  service  was  broken 
only  during  the  1939-45  war.  when  as 
a  naval  reservist,  he  held  a  commission 
in  the  Royal  Navy,  taking  part  in  the 
evacuation  of  Dunkirk  and  a  number  of 
trans-Atlantic  crossings. 

At  the  time  of  his  death  he  was  on 
holiday  in  Devon  and  had  just  visited 
the  company's  new  factory  in  Barn- 
staple, recently  moved  from  Brighton. 


TOPICAL  REFLECTIONS 

by  Xrayser 

Dog  bites  itself ! 

The  headline  screamed  the  news:  "Dog  bites  itself .  .  .  Injury  not  severe, 
but  if  the  attacks  continue,  the  life  of  the  animal  might  well  be  at  risk!" 
Bit  of  a  spoof,  of  course,  but  we  have  all  seen  the  dog  biting  its  back 
because  it  can't  think  of  a  better  way  to  ease  some  irritation.  But  what 
is  understandable  in  an  animal  with  only  instinctive  responses  hardly 
seems  appropriate  to  professional  men  or  women. 

As  I  have  had  to  learn  when  making  comment  from  the  very  roots  of 
the  pharmaceutical  grass,  it  isn't  displaying  freshness  of  view  or  great 
originality  of  thought  to  dismiss  our  present  complex  contract  as  a 
"load  of  rubbish"  which  should  be  replaced  with  a  nice  simple  one, 
while  at  the  same  time  loudly  criticising  the  men  and  institution  we 
set  up  to  negotiate  with  the  Government  for  a  better  deal.  If  we  have  a 
constructive  idea  in  our  heads,  let's'  have  it.  I'm  all  for  militancy  if  this 
means  accepting  an  almost  military  discipline  within  our  ranks  in  order 
to  support  the  men  we  have  chosen,  all  of  them,  and  the  team  of  paid 
executives — negotiators  in  fact — which  has  been  set  up  to  help  us  get 
what  we  need.  To  demand  that  they  get  out  if  they  can't  get  results 
instantly  is  not  only  childish,  but  shows  failure  to  understand  what 
negotiations  are  about.  Nor  does  it  display  even  elementary  courtesy 
due  to  men  who  have  already  achieved  a  great  deal  more  for  us  than 
we  may  wish  to  publicise. 

What  is  a  contract? 

I'm  getting  sick  of  this  talk  about  a  simple  contract,  too.  It's  a  bit  like 
asking  for  a  nice  easily  understood  explanation  of  how  to  sail  a  yacht 
to  America.  It  is  possible  to  suggest  that  if  you  take  a  yacht  of  suitable 
size,  leave  from  a  suitable  place,  carry  suitable  sails  and  provisions, 
and  point  in  the  right  direction,  you  will  get  there  .  .  .  alright?  Hardly. 
But  don't  you  get  the  feeling  that  the  London  LPCs  group  are  like 
would-be  mariners,  standing  on  the  quay,  Stamping  their  feet  with  rage, 
demanding  that  we  sack  the  very  clerks  who  are  preparing  the 
painstaking  lists  of  provision  needed  for  their  journey,  who  indeed  are 
haggling  with  the  chandler  for  better  terms  right  now?  The  time  might 
be  better  spent  in  helping  co-ordinate  the  efforts  of  all  contractors  to 
supporting  the  PSNC  instead  of  indulging  in  public  displays. 

Fortunately  the  Downing  Street  Walk  came  off  well,  a  matter  for 
relief  rather  than  congratulation.  Thank  goodness  so  many  pharmacists 
turned  out.  Can  you  imagine  how  easily  it  could  have  turned  into  a 
five-man  fiasco?  The  time  for  display  will  come  if  the  Government  turns 
down  the  recommendations  of  the  panel.  If  that  should  happen,  do  you 
really  believe  that  the  PSNC  would  be  content  to  sit  there  like  lemons, 
wringing  their  hands  and  weeping?  I  don't.  But  they  might  well  ask 
each  of  us  what  exactly  we  are  prepared  to  do  to  support  them. 
Think  about  it. 

Save  a  trip  to  the  chemist 

Last  year  I  got  up-tight  about  a  big  Press  advertisement  indicating  that 
you  could  get  all  your  household  medicines  from  one  of  the  big  chain 
grocers,  but  this  last  effort  from  Sainsburys  spells  it  out  with  a 
vengeance.  Perhaps  we  should  collectively  take  an  equally  large 
advertisement  saying  that  if  "your"  chemist  goes  out  of  business,  try 
asking  the  friendly  Sainsbury  manager  or  check-out  girl  for  advice  about 
baby's  skin,  or  the  best  treatment  for  the  hair,  or  to  put  a  bandage  on  the 
kid's  knee?  What  an  opportunity  for  service! 

Fabulous  perfume  offer 

I  see  that  Faberge  are  to  formalise  their  distribution  and  merchandising 
arrangements  with  Woolworths,  "in  line  with  the  increasing  availability 
of  quality  fragrance  and  cosmetic  products  in  High  Street  multiple 
stores".  To  think  that  I  was  pressed  a  while  ago  to  take  the  agency. 
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If  you're  an  independent  chemist, 
you're  one  of  a  declining  number. 
Chemists'  shops  in  Britain  are  currentiy 
closing  at  the  rate  of  two  a  week. 

The  need  to  fight  the 
public  multiples. 

This  situation  has  developed 
because  the  local  chemist  has  difficulty 
remaining  economically  viable. 

Other 'local  shops' are  facing  the 
same  problem. 

They  are  losing  their  business  to 
the  multiples  too. 

While  the  local  community  can 
possibly  do  without  some  of  the 
corner  shops,  the  local  chemist 
obviously  comes  into  another  category. 
Your  service  is  vital. 

The  question  is, how  to  stay 
independent  and  still  compete  with  the 
buying  power  of  the  multiples? 

The  answer  is  UniChem. 

We  are  a  registered  Society  owned 
only  by  the  chemists  we  serve. 

To  become  a  member  you  must 
purchase  600  £1  shares  if  you  own  one 
shop.For  two  or  more  shops  1000 
shares  .Your  money  is  not  at  risk  and  you 
can  withdraw  it  at  any  time. The 
purchase  of  shares  may  be  by 
instalments  if  you  wish. 

This  then  entitles  you  to  a 
handsome  rate  of  interest  on  your 
shares  and  a  distribution  of  profit  on 
your  purchases— all  of  which  are  very 
competitively  priced. 

That  alone  helps  you  compete 
with  the  multiples. 

ButUniCh  em's 
protection  doesn't  stop 
there.  Because  pricing  is 
only  one  part  of  the 
multiples'advantage. 

The  other  is 
management  techniques. 


Chain  store  techniques 
without  becoming  one. 

By  using  WO.  L.E  you  can  benefit 
in  a  number  of  ways.  Our  exclusive 
Warehouse  On  Line  Facility  is  one 
of  the  most  advanced  computer 
systems  devised  for  pharmaceutical 
wholesaling.  And  it's"  at  your  service . 

With  a  single  telephone  call  you 
have  an  instant  check  on  the  availabili 
of  some  20,000  prescription  and 
o.t.c.  lines. 

And  in  place  of  hiring  six  more 
hands  and  three  more  heads,  we  can 
offer  you  'Prosper' 

It's  a  profit- based  computerised 
I  management  system 
again  exclusive  to 
UniChem.  This 
handy  device 
does  away  with 
time  consuming 


Thi 


stifle 


and  costly  paperwork 
while  giving  accurate 
computer  printed  price  stickers 
and  shelf  edge  labels. 

You  also  get  regular  computerised 
management  reports  that  help  you  soi 
out  the  slow  sellers. 

Put  up  the  Pointeij 
To  Value  sign. 
And  watch  stocks  go 
down. 

We  can  offer  you  all  th< 
advertising  muscle  of  the 
'big  boys'  And  it  doesn't 
cost  you  a  penny. 


THE 
POINTER 


ymbol  doesn't 
r  independence. 
Protects  it. 


Through  national  consumer 
advertising  to  point-of-sale  material 
we'll  attract  lots  of  new  customers  to 
your  shop.  To  benefit  from  all  this 
activity  just  put  the  Pointer  To  Value 
sign  in  your  window 

You'll  soon  see  stocks  go  down, 
and  turnover  and  profits  go  up. 

Help  your  self  to  help 
others  too. 

We  are  offering  you  that 
3pportunity  by  becoming  a  UniChem 


member.  It  is  something  to  consider 
very  carefully. 

Because  as  a  chemist  you  are  more 
than  a  business. You  also  perform  a 
vitally  important  social  role. 

So  by  helping  yourself  remain 
independent  you  can  help  others  too. 

W  hy  not  become  pan  owner  of  your  own  wholesale  organisation  ? 
Write  off  now.  To:  UniChem,  Crown  House,  Morden,  Surrey  SM4sEF. 

I  am  ein  Independent  Ret  nil  Pharmacist  and  would  welcome  more  information  about  UniChem. 
Name  


Address  - 


Date. 


CD1 


UniChem.  With  us  you're  independent, but  never  alone. 


We  can  do  a 
great  deal  for 
your  stoma 
customers. 


For  a  start,  you  can  refer  any 
customer  to  us  on  FREEFONE*  3128 
for  answers  to  any  problem  or  query, 
however  small,  or  specialist  advice. 
You  too  can  FREEFONE  us,  whether 
it's  a  customer's  question,  or  samples 
required,  or  information  about  local  supplies 
of  stomabags  or  accessories,  or  literature  for 
your  customers. 

Eschmann  stomacare  doesn't  stop. 
Why  not  make  a  start  by  completing  the 
INVITATION  for  a  representative  to  call,  to 
give  you  our  complete  package  which  will 
help  you  and  your  customers. 

"through  your  telephone  operator. 

ESCHMANN  STOMACARE  DOESN'T  STOP 


Invitation  to  call 

A  most  convenient  time  to  call  would  be  

NAME  


.am/pm 


I  ADDRESS. 


PHARMACY. 


To:  Eschmann  Bros..  &  Walsh  Limited, 
Stomacare  Dept.,  Peter  Rd.,  Lancing,  Sussex  BN15  8TJ. 
Telephone:  Lancing  (09063 )  62291.  CD  i 
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COUNTERPOINTS 


A  new  movement  in  hair- 
Lightwaves  from  Gillette 


Gillette  believe  that  the  home  perm 
market  will  be  "revolutionised"  with  the 
launch  of  their  new  product — Light- 
waves— which  will  be  available  nationally 
from  this  week. 

Lightwaves  (£2.39)  is  said  to  be  unlike 
any  other  home  perm  currently  on  sale 
in  the  UK.  It  is  described  as  the  new, 
"non-thio"  soft  perm  formulated  to 
answer  today's  need  for  a  perm  that 
provides  style  manageability,  gives  hair 
body  and  produces  soft  waves  and  curls, 
says  the  company.  Unlike  other  perms 
it  does  not  have  the  strong  odour  of 
ammonia  and  thioglycollate  which  many 
users  find  unpleasant. 

The  Lightwaves  two-step  application  is 
very  gentle,  and  unlike  other  perms  is 
safe  to  use  even  on  bleached  or  colour 
treated  hair,  says  Gillette.  The  formula- 
tion is  said  to  add  lustre  to  bleached 
hair  and  cuts  out  the  possibility  of  over- 
development and  consequent  "perm 
frizz",  thus  eliminating  the  principal 
misgiving  some  consumers  have  about  the 
the  use  of  home  perms. 

Lightwaves  is  packaged  in  a  cream  and 
maroon  pack,  the  shape  of  which  is  based 
on  an  isosceles  triangle.  It  contains  every- 
thing the  consumer  needs  for  a  soft  perm, 
including  waving  lotion,  neutraliser, 
styling  rods,  plastic  turban,  instruction 
leaflet  and  a  styling  booklet.  This  last 
item  has  been  produced  with  the  advice 
of  a  London  hairdresser  to  show  a 
variety  of  up-to-the-minute  styles  for 
both  short  and  long  hair  which  can  be 
created  with  Lightwaves  together  with 


Dial-a-Topex 

Topex  is  advertising  nationally  on  radio 
as  from  Monday  October  1  1979.  Due  to 
the  successful  radio  advertising  testing 
campaign  on  Piccadilly/City  radio  in 
July  and  August  of  this  year,  Richard- 
son-Merrell  have  decided  to  advertise  on 
a  national  basis  on  radio.  All  the  radio 
advertisements  will  take  the  same  form 
as  those  of  the  well-received  Lancashire 
test,  "real-life  testimonial  phone-ins". 
Richardson  Merrell  Ltd,  20  Queensmere, 
Slough,  Berks. 

Deep  Clean  survey 

Research  currently  being  performed 
directly  by  dentists  is  said  to  have  pro- 
duced "a  remarkable  interim  result"  for 
Steradent's  new  low  pH  denture  cleaner, 
Deep  Clean.  Out  of  95  completed  trials 
involving  475  patients  with  stain  and 
calculus  problems,  the  product  has  been 
found  to  achieve  a  100  per  cent  "very 
effective    or    effective"    assessment  of 


instructions  on  how  to  achieve  them. 

Says  Paul  Rutherford,  brand  manager 
for  Lightwaves:  "No-smell,  non-thio 
perms  have  completely  revolutionised  the 
home  perm  market  in  the  United  States 
and  we  are  sure  Lightwaves  will  have  a 
similar  effect  over  here.  The  waving 
lotion's  odour-free  formulation  has  been 
shown  to  give  this  product  very  high 
consumer  acceptance,  a  fact  on  which  we 
aim  to  capitalise  strongly  with  massive 
advertising  support  especially  during  peak 
selling  periods".  During  the  forthcoming 
year  Gillette  aim  to  support  Lightwaves 
with  £600,000  worth  of  advertising. 
Gillette  Personal  Care  division,  Great 
West  Road,  lsleworth,  Middlesex. 


overall  cleaning  performance. 

Dentists  involved  in  the  trials — which 
are  scheduled  to  continue  for  some 
months — were  asked  whether  they  would 
recommend  Deep  Clean.  Positive  replies 
were  received  in  92.6  per  cent  of  the 
trials.  Commented  Steradent  group  pro- 
duct manager,  Trevor  Johnson:  "It  is 
now  obvious  that  we  have  succeeded  in 
producing  a  major  breakthrough  in 
denture  cleaning.  As  the  trials  continue, 
we  expect  to  see  the  same  pattern 
repeated  on  a  wider  statistical  base." 
Reckitt  &  Colman  Products  Ltd,  Dansom 
Lane,  Hull  HU8  7DS. 

Strepsils  bonus 

The  Boots  Co  Ltd,  are  offering  a  bonus 
on  Strepsils  until  October  31.  They  are 
giving  a  free  pack  with  every  order  of 
12  and  are  offering  also  a  double  bonus, 
which  is  linked  to  display,  when  orders 
are  placed  through  the  Strepsils  repre- 
sentatives. The  Boots  Co  Ltd.  Thane 
Road,  Nottingham,  NW2  3AA. 


Orocare  II 
from  Halex 

LRC  Products  are  expanding  the 
specialist  range  of  Halex  toothbrushes 
with  the  introduction  of  the  Orocare  II 
toothbrush  (£0.52).  The  brush  will  be 
launched  to  the  trade  at  the  beginning 
of  October  with  an  introductory  bonus. 

Orocare  II  is  said  to  have  been  de- 
signed in  consultation  with  dental 
specialists  to  "effectively  clean  teeth 
without  damaging  enamel  or  gums."  The 
brush  incorporates  the  following  features; 
"rondated"  filaments  of  top  grade 
nylon;  a  short  head  with  filaments  of 
even  length;  filaments  moulded  close  to 
the  edge  of  the  head  to  safeguard  gums 
and  a  straight  handle  for  easy  use.  The 
company  says  that  these  special  charac- 
teristics have  been  created  to  meet  the 
requirements  laid  down  in  preventative 
dentistry  programmes. 

Orocare  II  joins  Orocare,  which  has 
a  shaped  handle,  and  Interspace — a 
single  tuft  brush  designed  to  clean  be- 
tween teeth.  Each  item  in  the  range  is 
mounted  on  illustrated  display  cards  and 
packed  in  outers  of  one  dozen.  LRC 
Products  Ltd,  Sanitas  Hause,  Stockwell 
Green,  London. 

Paterson  kits 

Paterson  have  introduced  Acucolor 
universal,  a  colour  film  and  paper  pro- 
cessing kit  comprising  colour  developer 
and  bleach-fix,  with  stabiliser  for  films 
and  print  additive.  The  "trial  size" 
(250ml,  £5.42)  will  process  eight  36- 
exposure  35mm  films  and  the  large  kit 
(1  litre,  £11.44)  32  films  or  40  sheets 
(10x8in)  of  paper. 

A  new  colour  print  outfit  (£47.43) 
provides  everything  required  to  change 
from  black-and-white  to  colour  printing 
— colour  filters,  paper,  chemicals,  print 
drum,  thermometer,  measures  and  stock 
bottles.  Another  Paterson  introduction  is 
the  "complete  darkroom"  (£131.10) 
covering  everything  from  enlarger  to 
chemicals  and  paper  for  black-and-white 
processing.  Paterson  Products  Ltd,  2 
Bos  well  Court,  London  WC1N  IPS. 

Steada  address 

The  wrong  address  was  given  for  Steada 
of  Great  Britain  (last  week,  p478).  The 
correct  address  is  Grove  Road,  Castle 
Boulevard,  Nottingham  NG7  1HE. 

Dry-skin  soap 

Neutrogena  (UK)  Ltd  have  added  a  new 
dry-skin  soap  to  their  range  (£0.75) 
Neutrogena  (UK)  Ltd,  2  Mansfield 
Road,  South  Croydon,  Surrey. 
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Little  teeth 
are  becoming 


business 

Over  the  past  year  sales  of  Dentinox  Toothpaste  have  really 
rocketed. 

Mothers  everywhere  with  children  up  to  3  have  chosen  Dentinox 
because  Dentinox  is  a  uniquely  gentle  toothpaste  formulated 
specially  for  delicate  milk  teeth. 
In  response  to  this  success  we  have  now  reformulated  Dentinox 
Toothpaste  to  include  fluoride  -the  benefits  of  which  are 
recognised  by  Dentists  everywhere.  Still  to  the  same 
gentle  formula  Dentinox  Fluoride  Toothpaste  is 
kfJ*  bound  to  become  a  major  selling  line  on  the 

'J,  toothpaste  and  baby  counters. 


Powerful  advertising  reaching  5  million  mothers 

In  its  bright  new  eyecatching  pack,  Dentinox  Fluoride  Toothpaste 
is  being  heavily  promoted.  There's  full  colour  advertising  in 
Bounty  Toddlers  Progress  reinforced  by  high  frequency  advertising  in 
Parents,  Mother,  Mother  &  Baby  and  Nursery  World. 

New  fluoride  formula 
Dentinox  Toothpaste 
-available  now! 


Dendron  Limited,  94  Rickmansworth  Rd.,  Watford,  Herts  WD  1  7  J  J. 

Tel  (0923)  29251. 
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Chesebrough-Pond's  form 
four  separate  divisions 


Chesebrough-Pond's  are  to  create  four 
separate  operating  divisions  in  Britain. 
These  will  be:  Chesebrough-Pond's 
health  and  beauty  aids  (£8  million  turn- 
over) which  will  continue  to  handle  the 
company's  traditional  and  new  toiletry 
products;  Prince  Matchabelli  (£5  million 
turnover)  handling  all  fragrances  and 
cosmetics;  Health-tex,  set  up  to  manage 
the  launch  and  ongoing  marketing  of  the 
Health-tex  range  of  children's  clothing 
in  the  UK;  and  Chesebrough-Pond's 
Export  (£4  million  turnover)  which  sells 
into  markets  all  over  the  world. 

In  announcing  the  restructuring  of 
Chesebrough-Pond's  operation  in  the  UK, 
area  vice-president  Andy  Gerry  said: 
"The  company  has  been  expanding  con- 
siderably with  outstanding  successes  in 
fragrances  and  cosmetics.  This  divisional- 
isation provides  more  room  for  growth 
and  closely  parallels  the  company's  struc- 
ture in  the  United  States.  Chesebrough- 
Pond's  have  long  been  known  for  their 
strength  in  the  toiletries  field  and  to  some 
extent  this  has  cloaked  our  growing 
diversification.  With  these  changes  our 
different  and  growing  interests  have  the 
opportunity  to  be  seen  in  their  own 
right". 

Two  general  managers  have  been 
appointed.  Bill  Edwards,  a  vice-president 
of  the  company  in  Canada,  becomes 
general  manager  of  Chesebrough-Pond's, 
while  Brian  Green,  previously  marketing 
and  sales  director  of  Chesebrough-Pond's 
UK,  becomes  general  manager  of  Prince 
Matchabelli.  The  Export  Division  is 
headed  by  John  James  while  Ian  Parrot 
has  been  appointed  to  manage  the 
Health-tex  children's  clothing  range  in 
Britain.  Sales  and  distribution  will  be 
handled  separately  by  each  division. 
Chesebrough-Pond's  Ltd,  Victoria  Road, 
London  NW10  6NA. 

Airbal  Disneyland 

Smith  &  Nephew  are  running  a  new  on- 
pack  competition  with  Airbal,  offering 
the  prize  of  two  family  holidays  for  four 
at  Disneyland.  The  two  winning  families 
will  have  three  nights  at  Disneyworld 
and  four  nights  at  Daytona  Beach. 
Entrants  must  draw  a  picture  of  an 
animal  or  animals  on  any  used  Airbal 
refill — it  can  be  drawn  on  clearly  without 
smudging  using  a  ball  point  or  felt  tip 
pen,  says  the  company.  Children  can 
submit  more  than  one  entry  as  long  as 
each  is  on  a  separate  refill.  The  compe- 
tition is  open  to  all  children  under  the 
age  of  14  and  will  be  judged  in  two 
categories,  under  11  and  11  to  14. 

In  addition  to  the  main  prize,  100 
runners-up  in  the  under  11  age  group 
will  receive  a  "Donald's  fun  book  of  | 


facts",  while  the  11-14  age  group  will  be 
given  a  Mickey  Mouse  wrist  watch. 
Closing  date  is  the  February  29  1980. 
The  competition  is  supported  by  on-pack 
advertising,  and  point  of  sale  material. 
Smith  &  Nephew  Ltd,  Bessemer  Road, 
Welwyn  Garden  City,  Herts. 

Unichem  tour 

Reservations  for  the  Unichem  round- 
the-world  study  tour,  which  will  include 
Hong  Kong,  Australia,  New  Zealand  and 
the  USA,  close  on  October  10.  So  far  40 


Unichem  members  have  applied  to  join 
the  tour,  which  leaves  London  on  May 
12,  1980.  The  cost  is  £1,522  per  person. 
Applications  should  be  made  immediately 
to  Mrs  L.  Shurley,  Unichem  Ltd,  Crown 
House,  Station  Road,  Morden,  Surrey. 

Mentholatum  bonus 

Mentholatum  balm,  Deep  Heat  rub  and 
lotion,  Mentholatum  lozenges,  Snug  den- 
ture cushions,  Stop  'n  Grow  are  all  avail- 
able on  minimum  bonus  of  12  as  1 1  from 
wholesalers.  The  Mentholatum  Co  Ltd, 
Longfield  Road,  Twyford,  Berks. 


Every  month 
for  the  past  eleven  years 
more  people 
with  constipation 
have  been  using  NYLAX 
...why  NYLAX? 


Because... 


it  is  gentle  but  effective, 
contains  several  herbs  with  vitamin  B1f 
costs  only  37p  for  30  tablets, 
and  increases  its  advertising 
every  year. 
6  very  good  reasons. 

NYLAX  sells  without  effort  — 

when  you  display,  naturally  it  sells  faster 

DIRECT  FROM  BRITISH  CHEMOTHEUTIC  PRODUCTS  LTD.  (makers  of  Optabs), 

Kemtheutic  House,  Grant  Street,  Bradford  BD3  9HF.     £2.92  per  doz. 

Telephone:  Bradford  (0274)  22005  Or  order  in  singles  through  your  usual  wholesaler. 
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Beecham  launch  capsules 
through  Press  advertising 


Beecham  have  decided  to  launch  their 
catarrh  capsules  in  the  Lancashire  and 
Westward  areas  with  Press  advertising 
rather  than  wait  for  the  return  of 
Independent  Television. 

While  regretting  the  uncertainty  caused 
by  the  television  problems,  Beecham  are 
confident  in  their  Press  campaign  which 
was  well  proven  in  the  Harlech  test. 
"The  advertisements  will  run  for  two  to 
three  weeks  with  a  possible  extension  if 
ITV  does  not  return  by  late  October", 
said  a  Beecham  spokesman.  "The  can- 
cellation of  television  has  enabled  us 
to  build  very  strong  Press  coverage  and 
naturally  we  will  return  to  ITV  when 
possible". 


Advertisements  will  be  appearing  in: 
Daily  Mail  (Lanes),  Barrow  Evening 
Mail,  Blackburn  Evening  Telegraph, 
Burnley  Evening  Star,  Blackpool  Evening 
Gazette,  Bolton  Evening  News,  Carlisle 
Evening  News  and  Star,  Liverpool  Echo, 
Manchester  Evening  News,  Oldham 
Evening  Chronicle,  Preston  Evening  Post, 
Wrexham  Evening  Leader,  Exeter 
Express  and  Echo,  Plymouth  Evening 
Herald,  Torquay  Herald  Express,  Wey- 
mouth and  Dorset  Echo. 

The  capsules  contain  guaiaphenesin 
lOOmg  and  phenylpropanolamine  hydro- 
chloride 25mg.  Beecham  Proprietaries, 
Brentford,  Middlesex  TW8  9BD. 


Improved  lotion 
from  Vaseline 

Although  Vaseline  Intensive  Care 
lotion,  originally  launched  in  the  UK  in 
1971,  is  said  to  have  been  brand  leader 
in  the  hand  &  body  lotion  sector  of  the 
market  for  some  years,  a  new  improved 
formula  of  the  lotion  is  being  launched 
this  month.  Retaining  all  the  benefits 
of  the  original  lotion,  new  "improved" 
Vaseline  Intensive  Care  lotion  is  said  to 
have  properties  which  will  make  it  "even 
more  popular  and  more  effective"  when 
used  on  dry  skin. 

The  specific  characteristics  of  the  new 
lotion  are  that:  it  is  absorbed  more 
quickly  into  the  skin  as  it  rubs  in  faster; 
the  moisture  content  of  this  product  has 
the  ability  to  .penetrate  and  remain  in  the 
outer  horny  layer  of  skin  (this  means  it 
adds  extra  moisture  to  skin,  says  the 
company);  it  relieves  dry  skin  quickly 
by  softening  the  skin  and  reducing  the 
amount  of  dry  skin  scales  and  it 
is  said  to  have  the  ability  to  hold  water 
on  the  surface  of  skin  for  a  sustained 
period  of  time,  thereby  keeping  skin 
softer  longer  after  use. 

Shelf  talkers  in  7in  and  15in  sizes  with 
the  copy  "Vaseline  Intensive  Care 
lotion — The  hard  working  hand  lotion" 
will  be  available.  The  top  left  hand 
corner  of  the  bottle  is  flashed  with  the 
copy  "new  enriched  formula,  rubs  in 
faster."  New  Vaseline  Intensive  Care 
lotion  will  be  available  in  regular  and 
herbal  fragrances. 

In  the  initial  launch  period  there  will 
be  £300,000  spent  in  advertising,  begin- 
ning in  November  with  a  double  page, 
full  colour.  Press  campaign.  This  will  be 
followed  in  January  with  a  new  televi- 
sion commercial  which  will  run 
nationally  for  several  weeks  Chese- 
hrough-Pond's  Ltd,  Victoria  Road, 
London,  NW10. 


Vestric  in  November 

Vestric  promotions  for  November 
include:  Mac  honey  &  lemon  lozenges; 
Mac  throat  lozenges;  Phensic;  Venos 
cough  mixture;  Beechams  tablets;  Aspro 
microrefined;  Aspro  Clear;  Andrew 
Liver  Salts;  Elastoplast  Airstrip;  Elasto- 
plast  fabric;  Midas  foam  bath;  Delrosa 
orange  and  rose  hip;  Tarrapax;  Harmony 
hairspray;  Wella  conditioners;  Farleys 
rusk;  Kleenex  for  Men;  Kleenex  toilet 
tissue;  Head  &  Shoulders  and  Crest. 
Vestric  Ltd,  Chapel  Street,  Runcorn, 
Cheshire,  WA7  5AP. 

PRESCRIPTION 
SPECIALITIES 

SELEXIDIN  injection 

Manufacturer  Leo  Laboratories  Ltd, 
Longwick  Road,  Princes  Risborough, 
Aylesbury,  Bucks 

Description  Vial  containing  mecillinam 
400mg 

Indications  Treatment  of  serious  infec- 
tions due  to  mecillinam-sensitive  organ- 
isms where  oral  therapy  is  inappropriate 
Contradications  Penicillin  and  cephalos- 
porin hypersensitivity 
Dosage  To  be  dissolved  in  water  for 
injections.  5-1 5mg  per  kg  body  weight 
every  6-8  hours  depending  on  severity 
and  organism 

Precautions   During   long   term  usage, 
liver  and  kidney  function  tests  to  be 
carried  out.  Not  to  be  used  during  first 
trimester  of  pregnancy 
Side  effects  Rash,  occasionally.  Anaphy- 
lactic reactions,  though  not  yet  reported 
may  occur 
Storage  In  cool  place 
Packs  10  vials  (£10.20  trade) 
Supply  restrictions  Prescription  only 
Issued  October  1979 


PRESTIM  tablets 

Manufacturer  Leo  Laboratories  Ltd, 
Longwick  Road,  Princes  Risborough, 
Aylesbury,  Bucks. 

Description  White  petal-shaped  tablets 
engraved  with  132  on  scored  face.  Each 
tablet  contains  timolol  maleate  lOmg 
and  bendrofluazide  2.5mg 
Indications  Treatment  of  mild  to  mod- 
erate hypertension 

Contraindications  Anuria,  uncontrolled 
heart  failure,  hay  fever,  pregnancy,  in 
patients  receiving  MAOIs  and  tricyclic 
antidepressants.  See  literature 
Dosage  One  to  four  tablets  daily 
Precautions  etc  See  literature 
Storage  In  cool  place 
Packs  100  tablets  (£10.64  trade) 
Supply  restrictions  Prescription  only 
Issued  October  1979 

NORPACE  IV  injection 

Manufacturer  Searle  Laboratories,  Whal- 
ton  Road,  Morpeth,  Northumberland 
Description  Ampoules  containing  diso- 
pyamide  phosphate  equivalent  to  lOOmg 
disopyramide  base  in  5ml  aqueous  solu- 
tion; and  ampoules  containing  equiva- 
lent  of   150mg   disopyramide   base  in 
7.5ml  aqueous  solution 
Indications  Atrial  and  ventricular  ar- 
rhythmias. See  literature 
Contraindications,  precautions,  side  ef- 
fects See  literature 
Dosage  See  literature 
Packs  5  x  IV  100  (£4.96  trade);  5  x  IV 
150  (£6.20) 

Supply  restrictions  Prescription  only 
Issued  October  1979 

Tetralysal  colour 

In  order  to  conform  on  international  and 
EEC  regulations  colouring  materials,  the 
red  dye  used  in  the  manufacture  of 
Tetralysal  capsules  is  being  omitted. 
These  capsules  are  now  opaque  white. 
Montedison  Pharmaceuticals  Ltd,  King- 
maker House,  Station  Road,  Barnet, 
Harts  EN5  1NU. 

Silbephylline 
suppositories 

Berk  Pharmaceuticals  Ltd  say  that  sup- 
plies of  Silbephylline  suppositories 
6  are  exhausted  and  the  pack  is  now 
discontinued.  Future  orders  will  be  met 
by  a  new  pack  of  10  (£1.36  trade).  Dis- 
continuation of  the  other  existing  pack 
of  Silbephylline  suppositories  will  take 
place  in  late  October/early  November 
and  orders  for  this  pack  will  then  be 
met  with  appropriate  quantities  cf  the 
new  10  pack.  Berk  Pharmaceuticals  Ltd, 
Station     Road,     Shalford,  Guildford, 
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Impulse  body  spray  is  an  exciting  new  product  which  brings  new 
money  to  the  deodorant  market 

Irs  the  first  (JK  product  that's  both  an  irresistible  body  perfume  and 
an  effective  underarm  deodorant 

This  double  benefit  means  Impulse  sells  at  a  premium  So,  at  last 
the  deodorant  market  will  start  growing  again.  So  will  your  profits. 

In  15  other  countries,  Impulse  is  selling  amazingly  well,  gaining 
over  8%  of  the  market  when  established 

Intensive  research  in  this  country  promises  the  same  success,  with 
Impulse  fast  becoming  a  £4  million  brand. 

Over  £1  million  is  being  spent  on  a  nationwide  TV  launch  to  show 
young  women  that  men  always  act  on  Impulse  in  CT  I 
the  nicest  possible  way  I  J^fJ  f^JJ  IS£ 

Ifs  your  turn  to  act  on  Impulse  nowTo  open    <0^^  *body  SPRAY 

up  a  new  area  for  your  sales.  And  your  profits.  EJidaGibbs  &  The  brands  that  mean  business. 


New  Product  from  Parke-Davis 


DAY  AND  NIGHT 

Cold  Treatment 

TREATS  THE  MAJOR  SYMPTOMS  OF  COLDS  AND 'FLU. 


Separate  Day  Treatment 
(yellow  tablets) 
and  Night  Treatment 
(blue  tablets) 
in  one  handy  pack 


A  convenient  tablet 
product  specially 
formulated  for 
the  main  symptoms 
of  colds  and  'flu 


A  new  chemist-only  selling  concept 
to  revolutionise  the  colds  and  flu  market 


Benyiin  Day  and  Night  Cold  Treatment  is 
available  in  display  outers  containing  24  retail 
packs. 

List  price  to  Drtorro  per  retail  pack  55p 
Price  to  public  per  retail  pack  95p 
(inc.  V.A.T.  15%). 

Composition: 

Each  yellow  (daytime)  tablet  contains: 

Paracetamol  BP.  500mg. 

Phenylpropanolamine  hydrochloride  B.P.  25mg. 
Each  blue  (night  time)  tablet  contains: 

Paracetamol  B.P.  500mg. 

Diphenhydramine  hydrochloride  B.P.  25mg. 


Action: 

Yellow  (daytime)  tablets  combine  the  analgesic 
and  antipyretic  action  of  paracetamol  together 
with  the  decongestant  action  of  phenyl- 
propanolamine. 

Blue  (night  time)  tablets  combine  the  analgesic 
and  antipyretic  action  of  paracetamol  together 
with  antihistamine,  antitussive,  antispasmodic 
and  sedative  action  of  diphenhydramine 
hydrochloride. 


Indications: 

For  the  relief  of  the  symptoms  associated  with 
colds  and  influenza. 
Adult  Dosage: 

Four  tablets  should  be  taken  daily  -  three  yello 
tablets  during  the  day  and  one  blue  tablet  at  ni 
Take  only  one  tablet  at  a  time,  and  only  at  the  " 
of  day  indicated  on  the  pack 
Do  not  take  the  night-time  tablets  during  the  day. 

Children's  Dosage: 

Not  recommended  for  children  under  12  years. 


rake  full  advantage  of  these  additional 
Drofit-winning  features: 


Special  introductory  offer  available  from 
your  Warner  P-D  Representative. 

Effective  round-the-clock  relief  of  major 
symptoms  of  colds  and  'flu:  stuffy  head 
and  nose,  aches  and  pains,  temperature, 
disturbing  coughs  at  night. 

Treatment  sufficient  for  5  days  and  5 
nights  in  one  pocket-size  wallet. 

May  be  taken  with  normal  hot  drinks  if 
desired. 


•X*  We  provide  a  range  of  free  selling  aids 
specially  designed  for  the  pharmacy. 

Sold  under  the  trusted  names  of  Benylin 
and  Parke-Davis. 

■$£  Benylin  Day  and  Night  Cold  Treatment  is 
a  pharmacy-only  product,  with  outstanding 
profit  opportunities. 

•X*  At  95p  retail  price  Benylin  Day  and  Night 
Cold  Treatment  is  an  attractive  product  for 
you  and  your  customers. 


:ence  Holder: 
Parke -Dovis  &  Company,  Usk  Road,  Pontypool, 
Gwenl,  NP4  OYH. 

mceNo.:  0018/0115. 


Porke  Dovis  &  Company  flnc  U  SA  liability  Limited;, 
Uilt  Road.  Pontypool,  Gwent. 
Telephone  Pontypool  2468, 


'Trod*  mark. 
P79065 
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Nielsen  guidelines  on  what 
makes  a  top  brand 


New  guidelines  on  what  makes  a  top 
brand  are  outlined  in  the  latest  Nielsen 
Researcher.  In  a  joint  project,  25 
Nielsen  markets,  covering  the  period 
1970  to  1978,  and  worth  £1.7  billion  at 
rsp  in  1978,  are  analysed  by  "Dr  Simon 
Broadbent,  research  director,  Leo  Bucnett 
Ltd,  a  major  international  advertising 
agency. 

The  object  of  analysing  these  markets, 
for  which  Nielsen  extracted  the  relevant 
quantitative  data  from  their  food  and 
drug  indexes  (and  aggregated  them  to 
protect  the  confidential  nature  of  indi- 
vidual brand  data)  was  to  establish;  how 
packaged  goods  markets  have  changed 
with  the  economic  upheavals  of  this 
decade;  and  what  happened  to  the  top 
brands  in  these  markets?  How  stable  is 
their  position?  What  are  their  marketing 
policies?  How  does  the  brand  leader 
differ  from  the  number  two  and  three 
brands  and  from  the  rest  of  the  market? 

The  results  show  that:  Markets  have 
grown  in  volume,  but  cost  per  unit  has 
not  kept  pace  with  inflation;  packaged 
goods  advertising  is  now  a  smaller  share 
of  all  advertising  than  in  1970.  Discount- 
ing has  become  more  important,  as 
shown  by  the  big  difference  between  list 
prices  and  actual  retail  prices;  market 
size  changes  are  very  variable.  They  are 
determined  most  by  consumer  preference 
and  technical  innovation,  price  increases 
may  or  may  not  be  associated  with 
volume  changes  (though  decreasing 
market  volume  never  goes  with  a  sterling 
increase  above  the  retail  price  index).' 
Advertising  spend  is  not  associated  with 
volume  changes;  top  brands  have  very 
stable  positions.  They  are  hard  to  dis- 
lodge, but  a  few  do  make  it  to  the  top. 
These  are  equally  likely  to  come  from 
just  below  or  from  nowhere;  brand 
leaders,  and  top  brands  generally,  are 
priced  above  the  market  average;  distri- 
bution   varies   considerably    from  one 


market  to  another,  but  brand  leaders 
generally  achieve  higher  levels  than 
numbers  two  and  three.  Stocking  levels 
vary  very  closely  with  distribution;  the 
advertising  share  of  the  top  brands  is 
generally  above  sales  share. 

Brand  leaders  advertise  more  than 
their  nearest  competitors — but  do  so  at 
a  lower  advertising  to  sales  ratio.  In 
many  ways  it  can  be  shown  that  advert- 
ising spend  is  associated  with  success  in 
the  marketplace.  Nielsen  client  service 
executives,  commenting  on  all  the  points 
already  raised,  added  further  factors  such 
as  the  quality  of  advertising,  the 
positioning  of  the  brand,  the  broad  base 
of  its  appeal,  the  ingredients  or  perform- 
ance of  the  product,  the  range  of  sizes 
or  flavours  offered,  the  brand's  heritage, 
house  name  and  sales  force. 

Commenting  on  the  findings,  Dr 
Simon  Broadbent  draws  the  following 
conclusions:  "Price  is  a  marketing  tool 
which  is  imperfectly  understood.  The 
discounts  which  retailers  require  are 
more  important  in  competition  between 
retailers  than  in  getting  overall  sales.  All 
major  brands  in  a  market  are  forced  to 
cut.  But  brands  which  start  at  a  higher 
price — and  can  justify  it — tend  to  do 
best.  Distribution  is  an  essential  part  of 
brand  leadership.  Stocking  follows  it 
closely.  Of  course  if  you  are- not  on  the 
shelf  you  cannot  sell.  Finally,  the 
importance  of  advertising  is  stressed  by 
this  study.  The  direction  of  the  findings 
is  not  new.  Brands  with  their  advertising 
share  well  above  their  sales  share  tend  to 
be  successes.  But  the  consistency  and 
clarity  of  this  finding  is  surprising.  For 
established  markets  advertising  does  not 
seem  to  affect  market  size.  It  is  essen- 
tially a  tool  of  competition  within 
markets,  where  it  is  powerful  and  cost 
effective."  Information  from  A.  C. 
Nielsen  Co  Ltd,  Nielsen  House,  Head- 
ington,  Oxford  OXS  9RX. 


Grey  Flannel 
from  Norton 

Norton  of  London  are  introducing  Grey 
Flannel  by  Geoffrey  Beene  from 
America.  Created  by  Geoffrey  Beene — 
even  the  style  of  packaging — it  is  said  to 
be  what  one  would  expect  from  one  of 
America's  top  names  in  fashion — 
sophisticated  and  very  masculine  with 
woody  undertones,  it  blends  exotic  moss, 
amber,  lime  and  musk  with  a  fresh  herb 
top  note. 

Most  of  the  products  come  in  dark 
Oxford  grey  apothecary  bottles  several 
of  which  are  contained  in  grey  flannel 
duffle  bags  carrying  Geoffrey  Beene 
labels.  The  products  available  in  this 
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country  are  eau  de  toilette  (2oz  £6.20) 
eau  de  toilette  (4oz  £10.20)  eau  de  toilette 
with  spray  pump  (£11.50)  eau  de  toilette 
8oz  (£16.50)  after  shave  lotion  (4oz  £6.30) 
soap  with  soap  dish  (£4.25)  aerosol 
deodorant  (£4.75)  M  &  R  Norton  Ltd, 
155  Merton  Road,  London  SW18  5EG. 


Colour  True 
three  new  shades 

Three  new  shades  have  been  added  to 
the  Colour  True  range  of  eye  shadows 
from  Innoxa.  These  are  hushed  rose, 
warm  brown  and  truly  peach  (£1  each). 
Innoxa  (England)  Ltd,  202  Terminus 
Road,  Eastbourne,  East  Sussex. 


Accent  on 
jewellery 


A  new  range  of  jewellery  which  the 
importers  and  distributors,  Accents,  are 
intending  to  market  through  retail 
chemists  and  drugstores  has  recently 
been  announced.  The  jewellery  (priced 
between  £2  and  £5)  is  presented  in  pilfer 
proof  merchandiser  units  which  displays 
and  stores  six  dozen  items,  individually 
pre-gift  packed.  These  units  are  said  to 
occupy  only  16  sq  in  of  counter  space. 

By  presenting  the  jewellery  items  in 
this  way  Accents  feel  that  they  are  doing 
away  with  "tarnished  card  items  on  wire 
racks."  They  also  say  that  the  packaging 
and  presentation  of  Accents  jewellery 
allows  a  profit  margin  in  excess  of  100 
per  cent  "with  no  more  trouble  than 
serving  a  bottle  of  aspirins".  Accents, 
42  Haviland  Road  West,  Boscombe, 
Bournmouth,  Dorset,  BH1  4JW. 


Plenty  of  lip 


The  Transglobe  Expedition  which  left 
London  at  the  beginning  of  this  month, 
will  for  the  first  time  in  expedition  his- 
tory cross  the  world  from  Pole  to  Pole 
taking  three  years  to  complete  the 
journey. 

Prior  to  the  official  start,  the  members 
spent  some  time  in  Greenland  training 
and  evaluating  their  equipment  and 
supplies,  among  which  was  a  plentiful 
supply  of  Chap  Stick.  At  the  end  of  the 
test,  the  medical  report  gave  the  brand 
the  thumbs-up  by  stating  that  no-one 
suffered  sore  hps  thanks  to  Chap  Stick, 
which  will  be  extensively  used  through- 
out the  vastly  different  climates  the 
expedition  will  encounter.  A.  H.  Robins 
Co  Ltd,  Redkiln  Way,  Horsham,  West 
Sussex. 
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Minimum  Bonus  Terms 
through  your  usual 
Wholesaler 
12  as  11 
on  all  products  and  packs 


c**?o* 


The  Mentholatum  Co  Ltd 
Twyford,  Berkshire 


COUNTERPOINTS 

J  &  J  offer  Zodiac  calendar 
on  Carefree  packs  look  Lr 


During  October'  Johnson  &  Johnson  will 
'be  offering  an  on-pack  promotion  for 
Carefree  Panty  Shields.  The  promotion 
will  take  the  form  of  a  free  offer  of  a 
set  of  12  1980  Zodiac  calendar  cards  in 
a  special  wallet  enclosed  in  each  flashed 
pack  of  Carefree  10s.  The  offer  will  be 
available  through  Boots,  other  chemists 
and  grocers,  says  the  company. 

The  packs  will  come  in  outers  of  12 
and  there  will  be  specially  designed  dump 
bins  with  a  head  card,  to  contain  four 
dozen  Carefree  10  packs.  The  dump  bins 
will  be  mainly  available  in  chemists. 

The  calendar  is  a  theme  central  to 
Carefree  and  the  cards  have  the  allied 
attraction  of  a  forecast  for  the  year  for 
each  sign  of  the  Zodiac.  The  promotion 
will  be  backed  by  heavyweight  brand 
advertising  in  women's  magazines  and 
by  shelf  barkers  in  shops.  Johnson  & 
Johnson  Ltd,  Slough,  Berks,  SL1  4EA. 

Bayer  judo  event 

■Bayer  UK's  consumer  products  group  is 
to  sponsor  the  1979  All-England  Judo 
Championships  for  men  on  October  6  at 
South  Ruislip  Leisure  Centre.  The  event 
— the  last  major  English  one  in  the  judo 
calendar  before  the  Olympics — looks  like 
being  very  exciting,  says  the  company. 

European  "Superstar"  and  bronze 
medallist  Brian  Jacks  has  already  entered 
and  most  of  the  Olympic  and  national 
squads  are  also  expected  to  do  so.  Says 
Ian  Black,  director  of  the  consumer  pro- 
ducts group:  "Before  sponsoring  this 
event  we  considered  whether  it  was  both 
appropriate  and  consistent  with  our  aims 
and  objectives.  It  is  on  both  counts. 
Bayer  materials  make  a  considerable 
contribution  to  sport  on  a  very  wide 
basis.  And  on  the  consumer  side  we 
market  products  for  sportsmen." 

Bayer  will  be  giving  away  copies  of  its 
booklet  "Injury  in  Sport"  at  the  event, 
together  with  samples  of  its  products. 
The  consumer  products  group  range 
includes  Mafu  fly  killers,  Delial  sun  tan 
preparations,  Sionon  sugar-free  sweet- 
ener, Bodykin  herbal  bath  foams  and 
Superdent  denture  cleanser.  Bayer  UK 
Ltd,  Consumer  Products  Group,  Burrell 
Road,  Haywards  Heath,  Sussex. 

More  Lavender 

The  Yardley  English  Lavender  range  of 
toiletries  now  includes  bath  salts  (300g 
£1.50)  and  hand  &  body  lotion  (150ml 
£1.30).  The  bath  salts  are  described  as 
"fragile  lavender  blue  crystals  which 
soften  and  scent  the  water,  and  give  a 
refreshing  and  invigorating  bath."  The 
rich,  moisturising  hand  &  body  lotion  is 
non-sticky  and  quickly  absorbed  into  the 


skin  leaving  it  smooth  and  fragrant. 
Yardley  of  London  Ltd,  33  Old  Bond 
Street,  London  Wl. 


St  James' 
London  Collection 

A  top-of-the-market  men's  fragrance 
range  has  been  launched  by  the  newly- 
formed  St  James  Perfumery  Co  Ltd,  who 
last  week  opened  a  "retail  establishment" 
in  London's  fashionable  Pall  Mall. 

The  London  Collection  is  designed  to 
appeal  to  the  man  (and  woman)  "of 
discernment".  The  fragrance  combines 
citrus,  rosemary,  sage,  thyme,  otto  of 
rose,  jasmine,  patchouli,  oak,  moss  and 
musk  "in  the  tradition  of  the  classics  of 
yesteryear".  The  range  comprises  cologne 
113ml  (£7.95)  and  226ml  (£13.50)  cologne 
spray  105ml  (£8.95),  aftershave  lotion 
113ml  (£6.50)  and  226ml  (£11.00),  after- 
shave balm  113ml  (£9.00)  and  soap  on  a 
lanyard  200gm  (£3.95). 

The  London  Collection  will  only  be 
offered  through  top  department  stores 
and  chemists  with  high-class  agencies, 
The  final  total  of  outlets  envisaged  being 
around  200.  St  James  Perfumery  Co  Ltd, 
55  Pal  Mall,  London  SW1.  Distributors 
Contec  Marketing  Ltd,  Equity  &  Law 
House,  102  Queens  Road,  Brighton. 


nails 
id  see 

Eylure  have  launched  easifit  nails 
(£1.75)  and  say  that  they  will  "overcome 
one  of  the  major  hurdles  women  asso- 
ciate with  false  nails — the  initial  dilemma 
of  selecting  the  right  nail  shape."  Easifit 
nails  are  presented  in  a  see-through  pack 
which  consumers  can  hold  over  their 
own  hands  to  test  for  size  and  fit. 

They  are  available  in  three  styles — 
short  trim,  slim  line  and  regular.  Each 
pack  contains  the  ten  nails  necessary  plus 
spares,  Nailfix  adhesive,  remover  and 
emery  board. 

Nail  accessory  ki£s  will  also  be  avail- 
able for  women  who  need  to  top  up  on 
supplies  without  buying  the  full  Easifit 
kit  each  time.  These  (£0.69)  contain  three 
strips  of  adhesive  tape,  a  tube  of  Nailfix 
glue  and  three  tubes  of  remover.  Eylure 
Ltd,  Grange  Industrial  Estate,  Llan- 
frechfa  Way,  Cwmbran,  Gwent. 

Midas  burst 

Beecham  Toiletries  are  concentrating  a 
£110,000  burst  of  advertising  through 
women's  magazines  into  the  eight  weeks 
of  October  and  November.  Full  colour 
pages  carrying  the  advertising  theme: 
"A  Midas  bath  puts  you  back  on  top" 
will  be  repeated  in  Woman's  Realm,  Wo- 
man's Own,  Cosmopolitan,  Family  Circle 
and  She  and  in  October  extra  impetus 
will  be  added  by  free  samples  of  Midas 
mounted  on  210,000  covers  of  Look 
Now  magazine.  Beecham  Toiletries  Ltd, 
Beecham  House,  Brentford  Middlesex. 

Woodleigh  Green 
sampling  through 
W.  H.  Smiths 

Woodleigh  Green  shampoo  will  be  sup- 
ported by  national  advertising  on  tele- 
vision this  autumn  and  at  the  same  time 
by  over  13  million  6p  off  coupons  in  the 
daily  Press.  Sampling  of  the  guest  size 
soap  began  in  400  W.  H.  Smiths  stores 
from  September  10  with  supporting 
radio  and  local  Press  advertisements  and 
in-store  displays.  A  sachet  sampling 
operation  will  occur  in  Woman  on  Nov- 
ember 10  and  in  Woman's  Weekly  of 
December  1 .  Consumers  will  also  be  able 
to  try  Woodleigh  Green  soap  through 
the  guest  size  tablets  covermounted  on 
the  December  issue  of  Look  Now  which 
will  contain  editorial  support. 

In  addition,  a  high  quality  bath  towel 
for  £2.99  is  available  to  consumers  until 
February  29  1980  through  special  packs 
of  Woodleigh  Green  soap.  Colgate- 
Palmolive  Ltd,  London  Wl. 
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Hedex  is  going 
to  cause  a 

few  headaches 


If  you're  not  well 
stocked  with  Hedex  come  the 
end  of  October  you  could  be  in 
for  a  few  headaches. 

Because  that's  when  we  start 
our  new  advertising  campaign 
featuring  a  brand  new  commer- 


cial. Over  the  next  12  months  we 
will  be  spending  over  £600,000 
on  TV  advertising  which  is  more 
than  ever  before! 

And  that  will  mean  even 
more  demand  for  Britain's  fastest 
growing,  leading  branded 
analgesic. 

If  you  want  to  avoid  out  of 
stock  Headaches -make  sure  you 
you've  got  enough  Hedex. 
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No  one  c 

the  competiti 

The  new  Schick  cartridge  doesn't 
just  fit  the  Schick  Super  II  Plus. 

Unlike  any  other  twin  blade,  it  also 
fits  the  pivoting  head  handles  of 
Contour  and  Profile,  along  with  the 
fixed  head  handles  of  Gil  and  WIL 

And  that's  not  all. 

Schick's  the  only  blade  with  "one 
push"  cleaning. 

So  being  the  easiest  blades  to 
handle,  Schick's  new  cartridges 

are  the  Only  Ones  tO  Order.  4EasyCleaningTwinBladeCartridges 


SUPER  n  PLUS 


Cleans  up  the  competition. 
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ndle 

e  Schick* 


.which  pushes  out  a  thin  plastic  bar  from  between  the 
twin  blades, and  that  pushes  out  the  stubble. 
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Pharmacy  growing  up 
in  the  Caribbean 


By  A.  G.  Mervyn  Madge 


Mention  the  Caribbean  and  the  picture 
that  springs  to  mind  is  of  white  sandy 
beaches,  blue  seas  and  sky,  an  idyllic 
paradise  of  bliss — with  the  romanticism 
of  the  Spanish  Main  and  piracy.  Actually 
the  last  pirate,  a  notorious  Mr  Fawcett, 
was  hanged  in  1829  at  Charlotte  Amalie, 
St  Thomas  in  the  US  Virgin  Islands, 
Danish  until  1917. 

In  1492  Columbus  landed  at  San 
Salvador  in  the  Bahamas  and  the  history 
of  the  islands  starts  from  there.  It  was  the 
lure  of  gold  which  drew  the  original 
Spanish  Conquistadores  and  in  their 
frenzied  quest  for  "eldorado"  quickly 
decimated  the  peaceful  tribes  and  natives. 
This  period  was  followed  by  the  develop- 
ing rivalry  between  the  other  European 
states  of  England,  France,  Holland  and 
Denmark. 

Since  the  second  World  War,  Britain 
has  gradually  conceded  independence. 
France  made  their  possessions  part  of 
metropolitan  France  and  the  Dutch  a 
new  Kingdom  of  Holland  comprising 
Holland,  Surinam,  Curacoa.  In  1980  the 


I  dispensed  for  three  years 
for  the  local  doctor  who  then 
thought  I  was  proficient 


final  link  will  be  severed  and  Holland 
will  be  on  its  own. 

Today,  the  islands  are  divided  into 
"DCs"  and  "LDCs" — the  Developed 
Countries  like  Jamaica,  Barbados,  Trini- 
dad and  Tobago,  Bahamas,  and  the  Lesser 
Developed  such  as  Grenada,  St  Kitts, 
Nevis,  Dominica,  Antigua,  Anguilla. 
There  was  hope  at  one  time  of  a  West 
Indian  Federation,  but  the  fiercely  inde- 
pendent nature  of  each  island  and  local 
rivalries  upset  this.  I  once  asked  a 
politician  since  this  was  so,  what  kept 
them  together.  He  said  "Cricket"  and 
when  you  are  there  you  realise  how  much 
cricket  is  a  way  of  life. 

All  the  islands  are  in  various  stages  of 
economic  development,  small  populations 
some  very  small,  industries  based  on  a 
few  main  crops  such  as  sugar,  bananas, 
sea  island  cotton  and  tropical  fruits. 
There  are  internal  political  problems  as 
well,  the  day  of  the  happy  bible  hymn 
singing  mammy  has  gone,  education  has 
given  a  sense  of  frustration  to  the  young. 
Emigration  to  many  European  countries 
has  been  stopped  and  the  young  do  not 
accept  that  work  in  the  sugar  plantations 
is  the  order  of  the  day.  A  sense  of 
grievance  at  the  tourist  (though  their 
money  is  necessary)  is  felt  with  com- 
parisons between  the  luxury  hotels  and 
the  native  shanties. 

However,  despite  all  this,  progress  is 
being  made.  St  Lucia,  St  Kitts,  Nevis, 
Grenada  and  Dominica  have  decided  on 
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a  mutual  diplomatic  service  and  civil 
service.  Western  nations  are  putting  up 
a  $112m  Caribbean  Development  Facili- 
ties Fund  to  help  balance  of  payments, 
and  living  costs  and  the  EEC  $170m 
for  trading  technical  assistance  and  infra- 
structure. Trinidad  and  Tobago  with  two 
billion  dollar  reserves  is  helping  Jamaica, 
Guyana,  Barbados,  St  Lucia,  Dominica 
and  St  Vincent. 

Within  this  mixed  structure,  pharmacy 
adjusts  itself  accordingly.  For  example  in 
Antigua,  I  entered  a  pharmacy  and  was 
greeted  by  a  pleasant  and  happy  pharma- 
cist who  took  great  delight  in  showing 
me  around.  He  had  one  room  where  he 
taught  music  and  singing,  another  where 
he  did  massage,  chiropody,  etc  "Much 
more  profit  in  that".  Coming  back  to 
the  dispensary  I  mentioned  there  was  no 
dispensing  balance.  "What  need  have  I  of 
that"  he  said,  "but  I  have  a  Martindale." 
I  inquired  if  it  was  a  difficult  exam  to 
qualify.  "Fairly".  "Where  did  you 
qualify?"  "Grenada.  I  dispensed  for  three 
years  for  the  medical  doctor  who  then 
thought  I  was  proficient.  He  told  the 
health  board  and  I  was  made  a  registered 
pharmacist." 

I  asked  in  another  pharmacy  I  entered 
about  Controlled  Drugs  and  was  in- 
formed "Don't  stock  them,  no  profit  in 
that".  "What  happens  when  you  get  a 
prescription  for  pethidine?"  "Had  one 
yesterday,  sent  it  to  the  hospital,  that's 
the  place  for  them."  One  keen  person 
from  Antigua  did  travel  to  the  UK, 
qualified  and  returned.  But  he  did  not 
last  long.  He  was  not  economically 
needed  at  that  stage  of  the  country's 
development  so  he  joined  a  large  whole- 
sale and  manufacturing  company  calling 
on  all  the  islands. 

Travel  is  expensive  and  time  and 
distance  were  obstacles  to  qualifying  in 
the  UK.  Hence  our  old  master  and 
apprentice  system  developed  and  con- 
tinued until  recent  times  in  the  larger 
islands.  In  the  Bahamas  the  better  student 
is  encouraged  to  seek  a  degree  in  the  US 
in  order  eventually  to  raise  the  standards. 
But  all  the  islands  are  conscious  of  the 
need  to  improve,  to  leave  the  diploma 
situation  and  have  the  degree  as  the 
standard.  In  Puerto  Rico,  though  there 
is  a  college  of  education,  qualification 
takes  place  in  the  US.  In  Curacao  a 
degree  is  sought  in  Holland  but  with 
independence  there  will  probably  be 
closer  educational  links  with  Venezuela. 
On  the  British  or  former  British  islands 
there  is  a  plan  to  have  schools  of 
pharmacy  or  pharmacy  education  based 
on  four  regions  and  universities,  at 
Jamaica,  Guyana,  Trinidad  and 
Dominica. 

Discussion  is  taking  place  about  bulk 
buying  of  drugs  and  setting  up  of  control 
laboratories  in  the  regions.   There  is 


pressure  for  harmonisation  of  pharma- 
ceutical education,  and  legislation,  and 
ultimately  mutual  recognition  of  qualifi- 
cation. Dispensing  on  the  whole  is  private 
and  more  profitable.  State  prescriptions 
are  discouraged  by  keeping  the  patient 
waiting  for  a  day  or  more.  Some  islands 
have  long  hours,  others  a  shift  system, 
or  rotas  on  a  nightly  or  weekly  basis,  or 
an  on-call  system. 

In  the  Bahamas  there  are  20  pharma- 
cists most  of  whom  have  qualified  under 
the  apprenticeship  system.  This  is  five 
years  served  in  a  pharmacy  supplemented 
by  lectures  from  the  chief  pharmacist  at 
the  hospital.  There  is  also  a  written 
examination  assessed  by  a  pharmacy 
board.  The  pharmacy  board  comprises 
a  medical  specialist,  the  chief  medical 
officer,  and  the  chief  pharmacist.  British, 
American  and  Canadian  qualifications  are 
recognised,  and  there  is  no  restriction  on 
opening  a  pharmacy  except  an  economic 
one.  Non-pharmacists  may  open  but  only 
under  the  control  of  a  pharmacist. 

At  present  there  is  no  legislation  con- 
trolling drugs  and  medicine  though  this 
is  envisaged,  as  is  a  Pharmacy  Society  on 
the  Great  Britain  model.  The  health 
service  is  well  developed,  centralised  on 
Nassau.  Doctors  do  not  dispense,  except 
in  one  or  two  outlying  areas. 

In   Curacao   at   the   moment   it  is 

In  the  Bahamas  there  is  no 
legislation  controlling  drugs 
and  medicines 

necessary  to  travel  to  Holland  to  qualify 
and  become  a  member  of  the  Royal 
Dutch  Pharmaceutical  Society.  But  on 
independence  it  is  suggested  that  students 
could  study  in  Colombia  at  Caracas. 
A  dispensing  assistant  has  two  years  local 
study  with  an  examination  before  a  board 
of  two  pharmacists,  two  doctors  and 
one  dentist.  An  assistant  can  take  control 
in  short  absence  of  a  pharmacist  but  if 
the  pharmacist  goes  away  the  nearest 
pharmacist  keeps  a  "fatherly  eye"  on  the 
pharmacy.  There  are  16  pharmacies  and 
20  pharmacists  with  tight  government 
inspection. 

In  Barbados  there  are  80  pharmacists, 
56  in  general  practice,  14  hospital  and 
surprisingly  10  in  industry  which  is 
rapidly  expanding.  There  are  36  pharma- 
cies all  quite  spacious  with  well  equipped 
and  well  stocked  dispensaries.  Most  pre- 
scriptions are  private  though  free  pre- 
scriptions are  available  from  hospitals.  In 
outlying  districts  there  are  government 
dispensaries,  opened  for  two  or  three 
hours  a  day  by  a  travelling  pharmacist. 
British  pharmacists  can  open  a  pharmacy 
though  owing  to  much  Canadian  in- 
fluence it  is  intended  to  recognise  the 
Canadian  qualification. 

A  Pharmaceutical  Society  was  founded 
30  years  ago,  with  a  council  of  10  mem- 
bers. It  has  become  a  recognised  factor 
in  health  education  and  a  Diabetic  Asso- 
ciation was  formed  mainly  through  the 
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Fewlabels 
have  so  much  thought  behind  them. 


And  the  right  labels  come  from  the  right  gun 

The  Pitney  Bowes  lllOLabeller. 

Every  detail  of  the  1 1 10  is  designed  for 
reliability  and  ease  of  use. 

The  case  is  made  of  plastic  -  the  shock- 
resistant  kind  used  in  safety  helmets. 

So  although  its  extremely  light  it  can  take 
heavy  punishment 

Information  up  to  8  characters  is  set  in 
seconds.  And  there's  no  wasted  labels. 

Our  Dialife  printing  bands  won't  stretch 
or  come  apart 


Snap-in  rollers  put  ink  on  the  labels, 
not  on  you. 

Our  exclusive  security  cut  label  design  deters 
price  switching. 

The  1110  is  unbeatable  value.  It  carries  a  full 
two  year  warranty.  And  first  class  after  sales 
service. 

Pitney  Bowes  have  the  widest  range  of 
hand  held  and  table  top  labelling  systems 
available,  in  the  U.K. 

Find  out  what  they  can  do  for  you. 
Just  complete  the  coupon. 


The  Pitney 
Bowes  UIO 
LabeUer. 


To  Pitney  Bowes  Marking  Systems  Ltd, 
Horsecroft  Road,  The  Pinnacles,  Harlow, 
Essex  CM19  5BH. 
Please  send  me  details  of  the  Pitney 
Bowes  1110  □  Table  top  systems  □ 

Name  


Address- 


.TeL 
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No.  of  employees  1-10  □  11-20  □  20+ □ 

The  mark  of  reliability 

41  Pitney  Bowes 

Marking  Systems  CD8 
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"THE  WISE  MEN  FOLLOWED 
THE  STAR  

.  ..-WAyttot  £>&ou)  STAR  GEMS  to 
VHOSPEHlTYtiuA  CHRISTMAS 

— ■      A  BOON  TO  THE  BUSY  CHEMIST 

for  FAST  SALES  and 

BIG  PROFITS 


8&rs  — 


Fashion  Jewellery  counter  stand 


Consult  . . 


Fashion  Jewellery  counter  stand 


Fashion  Jewellery  floor  stand 


r  <Vy  Tei  0533  667800 

yf\W'  or  write  to- 

LEICESTER   160,  MELTON  ROAD.  LEICESTER 


PROFESSIONAL  NEWS 

Pharmaceutical  Society  of  Northern  Ireland 

Concern  grows  over 
incorrect  labelling 


The  labelling  of  medicine  containers  is- 
sued by  hospitals  to  patients  has  been 
discussed  at  a  Department  of  Health 
meeting  with  area  pharmaceutical 
officers.  The  Council  of  the  Pharma- 
ceutical Society  of  Northern  Ireland  was 
informed  of  this  fact  and  a  member  said 
they  were  all  pleased  that  action  was 
being  taken. 

Unfortunately,  she  said,  another  in- 
stance of  incorrect  labelling  had  been 
brought  to  her  attention  that  afternoon 
and  had  caused  considerable  trouble.  The 
name  of  the  preparation  on  the  label  was 
not  only  incorrect  but  was  wrongly 
spelt.  The  patient  was  directed  to  take 
the  dose  "2ce  daily."  This  the  pharma- 
cist assumed  meant  twice  daily.  Another 
member  said  he  thought  the  medicine 
had  not  been  supplied  from  the  pharmacy 
but  from  the  ward.  It  was  agreed  that 
further  inquiries  be  made  to  find  the 
source  of  the  patient's  supply. 

The  secretary,  Mr  Gorman,  said  Miss 
M.  L.  Soh,  to  whom  the  C.  W.  Young 
Scholarship  had  been  awarded  for 
1979/80  at  the  July  meeting,  had  in- 
formed him  that  she  had  been  awarded 
the  La  Mew  Studentship  by  the  Queen's 
University  of  Belfast  and  this  precluded 
her  from  accepting  the  C.  W.  Young 
Scholarship.  Miss  Soh  expressed  her 
gratitude  to  the  Council  for  its  offer. 
The  secretary  said  on  learning  that  Miss 
Soh  could  not  accept  he  had  invested 
what  money  was  available  in  the  scholar- 
ship fund  in  a  short-dated  stock  yielding 
a  good  rate  of  interest  and  his  action 
was  approved  by  the  Council. 

Attention  was  drawn  to  the  Con- 
ference of  the  Association  of  District 
Committees  for  the  Health  and  Personal 
Social  Services  to  be  held  in  Newcastle, 
Co  Down  in  October.  The  subject 
would  be  the  Report  of  the  Royal  Com- 
mission on  the  National  Health  Service. 
Sir  Thomas  Brown,  vice-chairman  of  the 
Commission,  and  Dr  D.  A.  D.  Mont- 
gomery had  agreed  to  take  part  in  the 
conference  and  it  was  hoped  that  another 
member  of  the  Commission  would  be 
present.  Mr  Kerr  said  he  thought  the 
Society,  having  submitted  evidence  to 
the  Commission,  should  be  represented 
at  the  conference. 

Vacating  premises  • 

At  the  request  of  the  Pharmaceutical 
Contractors  Committee  it  was  agreed  to 
hold  a  meeting  when  representatives  of 
the  Council,  Ulster  Chemists'  Associa- 
tion and  PCC  would  discuss  the  Clothier 
Report.  It  was  reported  that  the  Depart- 
ment of  Health  and  the  RUC  drug  sec- 
tion were  concerned  about  recent  in- 
stances of  chemists  vacating  premises 
without  arranging  for  the  removal,  or 


where  necessary  the  destruction,  of  medi- 
cal products  held  in  stock.  The  Depart- 
ment had  asked  that  pharmacists  who 
vacated  premises  should  have  medicines 
and  dangerous  poisons  removed  and 
safely  disposed  of  as  soon  as  possible 
after  the  closure. 

Verbal  reports  on  the  meetings  of  the 
International  Pharmaceutical  Conference 
at  Brighton  and  the  British  Pharmaceu- 
tical Conference  were  received  and  the 
secretary  was  instructed  to  convey  to 
the  Exeter  Local  Committee  the  con- 
gratulations of  the  Northern  Ireland 
representatives  on  the  excellence  of  the 
arrangement.  The  president  said  it  gave 
pleasure  and  pride  to  him  and  his  col- 
leagues to  see  Professor  D'Arcy  elected 
as  chairman  of  the  BP  Conference 
Science  Committee  and  he  conveyed  the 
Council's  congratulations  to  him. 

Financial  report 

The  report  of  the  Finance  Committee 
was  adopted  and  the  president  outlined 
the  matters  discussed  when  representa- 
tives of  the  Council  and  of  the  Northern 
Ireland  Veterinary  Association  met  on 
July  30.  It  was  hoped  to  hold  another 
meeting  later  in  the  year.  Mr  Mcllhag- 
ger  (honorary  terasurer)  presented  the 
financial  report  for  the  year  ended  July 
31,  1979.  There  had  been  a  considerable 
increase  in  the  amounts  received  by  way 
of  retention  and  registration  fees  but 
additional  expenses  had  been  incurred  in 
redecorating,  and  repairs  to,  the  Society's 
House,  with  the  result  that  the  excess 
of  income  over  expenditure  was  £4,011. 
The  total  assets  of  the  C.  W.  Young 
Scholarship  Fund  now  amounted  to 
£11,022  and  the  income  for  the  year 
was  £980.  The  secretary  drew  attention 
to  the  auditors'  report  which  stated 
that  no  depreciation  had  been  written 
off  the  University  Street  property,  con- 
trary to  the  requirements  of  the  Insti- 
tute of  Chartered  Accountants  State- 
ment of  Standard  Accounting  Practice 
Number  12.  He  discussed  the  matter 
with  an  employee  of  the  firm  of  auditors 
and  pointed  out  that  the  figure  given  for 
the  property  was  a  book  value;  the 
property  was  insured  for  a  sum  far  in 
excess  of  that  given  in  the  accounts.  Mr 
O'Rourke  said  that  the  value  of  the 
property  was  increasing  at  a  considerable 
rate  but  its  real  value  could  only  be 
determined  if  it  were  put  on  the  market 
for  sale  and  offers  received. 

A  recommendation  that  the  officers 
for  1979-1980  be  as  follows  was 
adopted:  president,  Mr  R.  G.  Dillon; 
vice-president,  Miss  M.  J.  Watson; 
honorary  treasurer,  Mr  G.  E.  McIIhag- 
ger.  The  president  drew  attention  to 
the  fact  that  Mr  J.  A.  Brown  and  Mr 


T.  G.  Eakin  who  retired  next  month 
from  the  Council  had  not  offered  them- 
selves for  re-election.  He  thanked  them 
both  for  their  years  of  service  as  Council 
members  and  said  Mr  Eakin  had  had  a 
particularly  busy  year  as  president  when 
the  Society  celebrated  its  golden  jubilee. 
As  only  one  new  candidate,  Mr  N.  D. 
Hall,  had  offered  himself  for  election  the 
Society's  byelaws  required  the  Council 
to  nominate  one  pharmacist  to  complete 
the  list  of  six  who  would  be  declared 
elected  at  the  annual  general  meeting 
on  September  27.  On  the  motion  of  Mr 
Mcllhagger,  seconded  by  Mr  O'Rourke, 
it  was  unanimously  agreed  to  nominate 
Mr  Dermot  Alphonsus  Giles,  24  Hill- 
head  Crescent,  Stewartstown  Road, 
Belfast   BT11  9FS. 

Professor  D'Arcy  said  he  was  ex- 
periencing difficulty  in  obtaining  suitable 
accommodation  for  overseas  research 
students  coming  to  his  department  and 
asked  that  the  matter  be  brought  to  the 
attention  of  pharmacists  who  might  own, 
or  know  of,  such  accommodation. 

Caribbean  pharmacy 

Continued  from  p528 

efforts  of  the  society.  Its  keen  desire  to 
upgrade  pharmacy  has  resulted  in.  the 
dropping  of  the  "master  and  apprentice" 
system.  There  is  now  a  school  of 
pharmacy  under  the  umbrella  of  the 
Community  College. 

Candidates  who  are  recruited  from 
some  of  the  islands  get  a  grant  from 
the  PAHO/WHO  to  study  three  or  four' 
subjects  at  O  level  for  any  of  the  health 
sciences.  There  is  also  a  year's  pre-health 
course  to  bring  students  up  to  the  re- 
quired standard.  The  division  of  health 
sciences  includes  training  of  public  health 
officers,  laboratory  technicians,  dieticians, 
and  hospital  record  keepers. 

Pharmacy  has  a  basic  two  year  course 
plus  six  months  internship  at  the  Queen 
Elizabeth  Hospital  or  government  district 
hospital  dispensary.  This  is  followed  by 
two  months  each  at  a  pharmacy  and 
manufacturing  plant.  Barbados  will  soon 
start  a  National  Health  Service  with 
multi-purpose  clinics  in  various  parts  of 
the  island.  The  Pharmacy  Society  of 
Barbados  is  represented  by  two  members 
on  the  steering  committee,  one  from  the 
private,  and  one  from  the  public  sector/ 

Guyana  takes  the  view  that  the  pharm- 
acist is  too  scientifically  trained  and 
should  be  more  community  involved  as  a 
worker  in  looking  after  health  needs. 
There  is  serious  talk  on  the  island  of 
setting  up  a  "State  chain  of  pharmacies" 
(a  move  probably  against  the  pharma- 
cists' spirit-  of  enterprise)  to  make  medi- 
cine cheaper  and  within  the  financial  reach 
of  the  people.  One  pattern  seems  to  be 
emerging  in  this  area.  This  is  that 
public  need  transcends  professional  place, 
prestige,  privilege,  somewhat  reminiscent 
of  the  feeling  in  China  for  the  bare  foot 
doctor.  If  economic  circumstances  pre- 
vent a  highly  sophisticated  pharmacy 
service  then  pharmacy  must  consider 
itself  as  one  of  various  public  health 
services  starting  from  a  common  basis. 
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OPEN  SHOP 

An  outsider  looks  in 

by  a  locum  in  the  London  area 


As  a  fulltime  locum  I  experience  many 
standards  of  pharmacy.  The  pharmacist's 
attitude  to  the  locum  ranges  from  "a 
lifeline"  in  an  emergency  to  "an  un- 
avoidable expense"  and  "someone  who 
will  do  as  little  as  possible".  From  the 
locum's  point  of  view  the  situation  is 
entirely  different,  usually  the  job  is  an 
"extra"  to  supplement  his  basic  income  or 
is  a  part-time  job  taken  in  addition  to 
housework,  study  or  other  employment. 
The  hours  are  often  the  less  sociable  late 
duties,  Saturdays,  and  Sunday  rota,  work- 
ing in  unfamiliar  surroundings  on  some- 
one else's  premises. 

For  the  locum  entering  a  strange  phar- 
macy for  the  first  time  there  is  a  specific 


line  of  approach  necessary.  Having  intro- 
duced himself  to  the  various  members  of 
staff,  he  begins  to  unravel  the  mystery 
of  the  shelves,  to  find  the  secret  hoards 
of  tablets,  ointments,  dressings,  mixtures 
and  containers  hidden  around  the  dis- 
pensary. If  you  are  lucky  the  regular 
staff  may  be  of  some  assistance.  He  is  al- 
most guaranteed  that  the  first  prescrip- 
tion will  be  out  of  the  ordinary  and  re- 
quired immediately.  Next  you  discover 
there  is  insufficient  stock  and  have  to 
make  excuses  to  the  patient  and  accept 
abuse  and  criticism  for  someone  else's 
inefficiency.  The  start  of  a  very  long 
day  .  .  . 

I  appreciate  that  the  average  pharmacy 


Ear  Pierein 


"ITS  SO  EASY  AND  PROFITABLE 
I  WISH  I'D  STARTED 
YEARS  AGO" 


•It  was  just  eight  months  ago,  that  I  started 
and  last  week  I  did  my  150th  piercing. 
Making  about  £3  profit  a  time  you  can  see 
why  I  wish  I'd  been  doing  it  for  years. 

I  pierce  in  the  open  shop,  and  it's  so 
quick  -  faster  than  making  up  a  prescription. 
What's  really  surprising  is  I've  got  a  lot  of 
competition  but  it  would  seem  that  people 
prefer  to  put  their  trust  in  piercing  at  a 
chemist  shop  -  and 
not  only  that  -  I'm 
using  the  safest 
system  in  the 
world  -  Inverness, 
the  only 
disposable  system. 

Inverness 
Ear  Piercing  kits 
start  at  £29. 


Please  send  me  an  Inverness  brochure 

Please  ask  a  representative  to  telephone 
me  to  arrange  a  No  Obligation  demonstration 


Name 


Address 


Telephone  No  

Louis  Marcel  Ltd.  12  Bexley  Street,  Windsor.  Tel:  Windsor  51336. 


N  B  The  above  is  based  on  an  actual  example. 
The  picture  is  of  an  actor 


functions  more  effectively  when  those  "in 
the  know"  are  present,  no  matter  how 
diverse  the  distribution  of  stock.  I  am 
sure  even  the  regular  staff  would  benefit 
from  a  well  organised  dispensary,  not 
to  mention  the  reduction  in  out-of-date, 
discontinued  and  duplicated  stocks.  Dur- 
ing ten  years  of  locum  work  in  various 
countries  I  have  experienced  a  tremen- 
dous variety  of  systems.  None  is  perfect, 
but  some  are  impossible.  In  most  shops 
it  would  be  considered  bad  policy  to  mix 
the  shampoo  with  the  baby  food  or  the 
men's  shaving  cream  with  the  sanitary 
towels,  so  why,  oh  why,  do  we  have  to 
accept  such  a  muddle  in  the  dispensary. 
If  only  the  pharmacist  could  detach  him- 
self from  the  cosy  niche  that  he  has  built 
over  the  years  and  look  objectively  at  his 
stock.  It  is  difficult  to  separate  products 
into  pharmacological  groups,  as  there  is 
always  overlap,  although  certain  groups 
do  lend  themselves  to  separation — 
antacids,  for  example.  The  more  success- 
ful arrangements,  from  the  outsider's 
point  of  view,  at  least,  is  alphabetical 
sections.  Usually  the  fast  moving  items 
are  displayed  near  the  dispensing  bench 
and  the  remainder  are  stored  in  sliding 
cabinets  or  drawers.  Liquids,  ointments, 
inhalers,  contraceptives,  dressings  and 
hosiery  may  all  have  their  own  place,  but 
no  matter  how  extensive,  if  each  group  is 
arranged  alphabetically  there  is  some 
chance  of  it  being  found.  Another  use- 
ful system  is  an  indication,  by  sticker 
perhaps,  where  additional  stock  is  avail- 
able from  the  stockroom  or  a  cupboard. 

A  dispensary  map 

One  of  the  ibest  shops  I  ever  worked 
in  had,  on  this  particular  day,  no  other 
dispensary  staff,  three  junior  shop  assis- 
tants and  an  "eight  doctor"  surgery  next 
door.  The  pharmacist  had  kindly  drawn 
up,  as  a  guide  to  his  dispensary,  a  simple 
plan  with  notes  indicating  position  of 
stock  and  stores.  Every  cupboard,  drawer 
and  shelf  was  labelled  to  coincide  with 
the  map  and  by  the  phone  he  had  posted 
details  of  wholesalers'  order  and  delivery 
times,  alongside  a  list  of  essential  tele- 
phone numbers.  I  faced  no  unsurmoun- 
table  difficulties  and  at  the  end  of  a  long 
hard  day  felt  only  gratitude  for  the 
pharmacist  who  had  bothered  to 
organise  his  dispensary. 

With  the  number  of  pharmacists, 
especially  women,  now  employed  as  part- 
timers  or  locums  (one  fifth  of  the  total 
membership,  according  to  a  recent  "Man- 
power Survey"),  the  need  for  proprie- 
tors to  "take  stock"  of  their  dispensaries 
is  vital.  With  the  advent  of  computers 
and  sophisticated  recording  systems,  the 
locum  is  going  to  have  more  difficulty 
fitting  into  the  routine  unless  he  is  given 
guidance  by  the  manager.  With  the  aid 
o  "  the  computer  the  locum  could  become 
an  integral  part  of  the  service,  maintain- 
ing the  flow  of  business  and  helping  keep 
the  profession  alive,  if  only  the  phar- 
macists would  get  their  dispensaries 
organised. 

So  on  behalf  of  locums  everywhere  I 
ask  all  proprietors  to  take  a  look  from 
the  outside  in. 
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We're 


spending 

£%  million 
to  put  New 


here. 


cold  j 
control  f 

day  and  night 
cold  relief  liquid 

Starting  in  November,  we're  launching  new 
Owbridges  Cold  Control  in  a  major  TV  campaigr 

We're  telling  people  that  new  Cold  Control 
is  the  first  cold  relief  liquid  you  fit  in  your 
pocket,  purse  or  handbag,  so  that  you  can  take 
it  anywhere,  any  time. 

We're  telling  them  each  measure  (containinj 
one  dose)  can  tackle  major  cold  symptoms, 
without  drowsiness. 

In  fact,  we're  telling  them  just  what  they 
want  to  know. 

After  all,  if  they  feel  they  have  to  keep  goin| 
with  a  cold,  they  need  extra  help. 

With  new  Owbridges  Cold  Control  all  they 
have  to  do  is  snap  the  top  and  drink. 

Owbridges  Cold  Control  retails  at  €1.39 
including  VAT  for  a  pack,  containing  six  20  ml 
measures  and  is  a  T'  registration  product. 

For  launch  bonus  details  or  more  infor- 
mation contact  Chefaro  Proprietaries  Limited, 
01-542  3402. 

New  Owbridges 
Cold  Control. 

It  will  come  as  a  great  relief  to  everybody. 


New  for  Urostomy ! 

a  new  standard  of  comfort  and  security 


Surgicare™  System  2 
saves  the  patient  from  the  trauma 
of  peeling  off  adhesive  bags. 
The  Stomahesive™  Flange  can 
be  left  on  the  skin  undisturbed 
for  several  days  whilst 
the  pouches  are  replaced 
as  often  as  necessary. 


Trademark 


The  non-return  valve 
permits  easy  access  of 
urine  to  the  lower  part 
of  the  pouch 
and  efficiently  prevents 
the  return  of  urine  to 
pool  in  the  area  of 
the  stoma  thus  the 
Stomahesive™  wafer  is 
protected  from 
the  breakdown  effects  of 
urine  and  therefore 
remains  secure  and 
leak-free  for  several 
days. 


Secure  closure:  easy  drainage 


System  2 

Few  innovations  in  the  last  decade  have  contributed 
as  much  to  stoma  management  as  the  introduction  of 
the  Stomahesive™  wafer.  Even  in  the  most  adverse 
circumstances,  the  Stomahesive  wafer  makes  possible 
a  leak-free  attachment  of  appliances  to  the  skin 
thereby  providing  a  unique  degree  of  comfort  free  of 
irritation  and  soreness  often  associated  with 
ordinary  adhesives. 

Surgicare™  System  2  takes  full  advantage  of 
these  benefits  which  are  particularly  evident  in 
the  management  of  urostomies. 

generates  confidence 

During  the  post-operative 
week  the  patient  learns 
firstly  how  simple  it  is 
to  replace  pouches,  then 
with  growing  confidence 
learns  how  to  prepare  and  apply 
the  Stomahesive™  Flange. 

kinder  tothe  skin 


Squibb  Surgicare  Limited 
Regal  House 
Twickenham  TW1  3QT 
Telephone  01 -892  0164 

Made  in  England 

Authorised  user 
of  the  trademarks 


Please  send  me  your  illustrated  brochure  on  Surgicare™  System  2  Urostomy  management 
Address  your  envelope  to  Squibb  Surgicare  Limited,  Freepost  TK  245, Twickenham  TW1 1  BR 

Name  block  capitals 


Address 


-  No  stamp  required 
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LETTERS 

Never  better  than 
the  worst 

NPA's  Tim  Astill  deserves  public  con- 
gratulation on  his  courageous  words  at 
Woodhall  Spa  (last  week,  p463). 

So,  for  their  professionalism,  do  the 
unnamed  public  relations  consultants 
who,  Mr  Astill  said,  five  years  ago  turned 
down  the  job  of  promoting  pharma- 
ceutical status  (and,  of  course,  the  fee 
that  went  with  it)  in  consequence  of  their 
findings  from  a  survey  of  retail  pharma- 
ceutical establishments. 

The  underlying  message  is  simple  but 
worth  reiterating;  a  promise  unmade  is 
better  than  a  promise  broken.  Without 
reasonable  certainty  that  nowhere  will 
performance  be  found  below  par,  claims 
to  perfection  will  be  hazardous.  There 
is  no  substitute  for  dedication  and, 
wittingly  or  unwittingly,  every  participant 
is  an  ambassador  of  his  calling.  It  follows 
that  no  profession  should  hope  to  stand 
better  in  the  public  eye  than  the  impres- 
sions conveyed  by  its  least  effective 
practitioner. 

Sadly,  nearly  1,000  retail  pharmacies 
have  closed  in  the  UK  since  the  time  to 
which  Mr  Astill  referred.  Might  one 
venture  to  hope  that  it  is  the  best,  as 
distinct  from  the  most  fortunate,  which 
are  surviving? 
Philip  Paul 

Director  of  Public  Relations 
Pharmaceutical  Society  of  Great  Britain 

No  control 

I  deny  hotly  that  it  is  the  task  of  PSNC 
to  raise  money  for  "extra"  prescriptions 
dispensed  (Mr  Smith's  paper  at  Wood- 
hall  Spa,  last  week,  p462).  We  have  no 
control  over  the  number  issued,  and  we 
presume  our  contract  is  meant  to  re- 
imburse us  for  all  prescriptions  dispen- 
sed— hence  how  can  we  be  over-paid? 
D.  Brandon 
Knutsford,  Cheshire 

Why  the  penalty? 

Week  after  week,  I  read  letters  from 
fellow  professionals  about  our  45  per 
cent  increase  and  the  "overpayment". 

This  "overpayment"  issue  baffles  me. 
To  satisfy  my  curiosity,  I  went  through 
all  my  previous  NHS  payslips.  They  are 
all  the  same,  with  the  same  details  and 
none  differed  from  the  others. 

From  February  to  May  this  year,  no 
discount  was  deducted  by  the  Pricing 
Authority.  This  was  agreed  because  we, 
the  contractors,  were  underpaid  last  year. 
Hence  to  balance  the  books  this  discount 
was  withheld. 

Now,  if  we  were  underpaid  last  year, 
how  can  the  present  Minister  discover 
that  we  have  been  overpaid  during  the 
past  four  years?  How  is  it  possible  for 
such  a  thing  to  happen  under  a  Labour 
administration  with  a  rigid  incomes 
policy? 

Can   someone   from   PSNC   or  the 


Ministry  explain  to  me,  and  the  rest  like 
me,  by  publishing  a  detailed  account  of 
how  this  overpayment  was  made  to  the 
contractors?  If  someone  demands  a  pay- 
ment from  me,  he  always  presents  the 
facts  for  it.  Hence  I  wish  to  see  the  proof 
for  what  I  am  paying  for — or,  as  in  this 
case,  being  penalised  for. 
N.  Patel 
London  SE14 

We  hope  Mr  Patel  and  others  with 
similar  doubts  will  have  been  helped  by 
Alan  Smith's  remarks  at  the  Lincolnshire 
LPC  conference  (last  week,  p462) — 
Editor. 

Save  us 

What  quick  thinking  by  Mr  Libbish  to 
send  his  telegram  to  the  Prime  Minister, 
and  surely  a  good  idea  for  the  PSNC 
to  adopt.  It  is  a  shame  Mr  Libbish  was 
so  narrowly  defeated  in  the  recent  PSNC 
elections,  as  some  of  his  ideas  may  have 
moved  them  into  a  more  positive  action. 

I  am  sure  that  none  of  us  would  want 
to  take  industrial  action  or  to  impose 
sanctions  on  our  customers,  as  these 
measures  could  force  more  of  our  ranks 
out  of  business,  but  surely  the  PSNC 
can  mount  a  campaign  whereby  Mrs 
Thatcher  and  Mr  Jenkin  were  inundated 
by  telegrams  or  letters  from  pharmacists 
on  a  weekly  basis  until  our  voice  was 
heard.  They  could  not  keep  throwing 
them  in  a  dustbin  forever,  and  would 
surely  have  to  abide  by  some  of  their 
election  promises  at  some  time. 

Still  we  could  wait  until  our  ranks 
are  reduced  to  below  10,000  and  then 
maybe  the  World  Wildlife  Fund  will  step 
in  to  save  us  from  extinction. 
B.  Samson 

Collingham  Bridge,  Wetherby 

Script  advice 

Your  September  15  issue  (p401)  gives 
details  of  a  survey  conducted  by  Mr 
Ian  C.  Taylor  on  the  vexed  problem  of 
dealing  with  prescriptions  which  carry 
no  directions  from  the  prescriber. 

I  take  my  hat  off  to  Mr  Taylor — his 
interviews  with  patients  showed  that 
99.3  per  cent  appeared  to  know  how  to 
take  or  use  the  prescribed  medicine.  I 
think  I  must  practise  pharmacy  in  another 
world  and  I  fancy  many  who  may  read 
this  letter  would  agree. 

My  standard  routine  when  presented 
with  a  script  without  instructions — my 
rate  is  rather  higher  than  26.6  per  cent — 
is  to  ask  if  the  dosage  regime  is  known 
and  understood.  For  as  many  as  can 
satisfy  me  that  they  do  know  and  under- 
stand the  dosage,  an  equal  number  are 
only  collecting  the  medicines  for  a  friend 
or  relative — a  problem  Mr  Taylor  does 
not  mention.  However,  such  representa- 
tives can  give  confident  assurances  about 
the  patient's  ability  to  take  the  medicine 
correctly,  often  adding,  for  good  measure, 
that  as  the  patient  has  been  taking  the 
medication  for  10,  15  or  20  years,  he  will 
be  fully  conversant  with  the  dosage 
regime.  This  assurance  applies  equally  to 
recently  introduced  drugs. 

If  I  cannot  offer  guidance  with  the 


dosage  or  feel  it  ill  advised,  I  conclude 
the  interview  with  a  strong  recommenda- 
tion that  if  they  have  any  doubt,  to  ring 
the  doctor  and  get  the  dosage  clarified.  I 
admit  I  do  this  half  in  the  hope  that 
the  doctor  will  feel  sufficiently  hounded 
to  put  better  directions  on  prescriptions. 
D.  X.  Savage 
York 

H.  B.  Coulson 

It  is  very  rare  for  me  to  put  pen  to 
paper  to  write  to  publications,  but  I  feel 
I  cannot  let  Mr  H.  B.  Coulson's  death 
pass  without  comment. 

I  only  met  Mr  Coulson  on  one  or  two 
occasions,  but  the  effect  he  had  on  my 
business  life  is  still  being  appreciated 
today.  It  was  he  who  explained  to  me, 
then  an  aspiring  proprietor  pharmacist, 
about  the  NPU  business  purchase  and 
guarantee  fund  and  its  aims  and  objects, 
and  also  about  the  booklet  "Pathway  to 
Proprietorship".  I  commend  this  to  all 
would-be  proprietors. 

In  addition,  Mr  Coulson's  professional 
aproach  to  pharmacy  and  the  respect  he 
received  from  those  who  were  associated 
with  him  left  a  lasting  impression. 
F.  Ronald  Catterick 
Stockport 

As  a  tribute  to  Bernard  Coulson,  I  should 
like  to  express  my  sincerest  regret  that 
the  profession  of  pharmacy  has  lost  a 
real  pillar  of  strength.  I  first  met  up  with 
Bernard  in  1962,  when  I  joined  the  NPU 
Executive.  I  was  immediately  impressed 
with  his  quiet,  dignified  approach  to  all 
the  matters  we  considered,  his  sound 
judgment  based  on  a  studied  view  of 
economics  and  finance,  his  willingness 
at  all  times  to  listen  to  the  other  fellow's 
point  of  view  and  his  readiness  to  accept 
a  majority  decision  in  a  truly  democratic 
fashion.  He  was  a  most  kindly  man, 
always  willing  to  help  any  of  his  pharma- 
ceutical colleagues  in  any  way  he  could. 

Although  he  liked  to  be  considered  one 
of  the  old  school  in  pharmacy,  he  always 
strived  for  new  and  up-to-date  ideas  for 
the  profession  and  approached  these  with 
a  progressive  mind  and  an  abiding  desire 
to  get  a  better  deal  for  pharmacy  in  all 
its  aspects.  He  was  immensely  proud  of 
his  profession  with  a  very  strong  belief 
that  the  future  of  pharmacy  depended 
to  a  great  extent  on  the  younger  genera- 
tion of  pharmacists,  whom  he  always 
strived  to  help  by  creating  in  them  the 
professional  enthusiasm  demonstrated  by 
himself.  In  all  the  time  I  knew  him,  I 
never  once  heard  him  raise  his  voice  in 
argument  but  at  all  times  he  approached 
the  problem  at  hand  in  a  calm,  logical 
and  common  sense  manner.  He  had  the 
gift  of  sound  judgment  and  in  all  things, 
he  was  ever  a  perfect  gentleman. 

We  are  deeply  saddened  by  his  passing 
and  will  always  be  grateful  for  his  dedica- 
tion to  pharmacy.  He  will  be  sadly  missed 
by  his  many  friends  who  send  their 
sincerest  sympathy  and  condolences  to 
his  dear  wife  Marjorie  and  the  family. 
Cecil  Jacobs 
Leicester 
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THE  FASTEST  GROWING 
LEMON  COLD  TREATMENT 
WILL  BE  CASHING  IN  ON 
ITS  SUCCESS  THIS  WINTER. 

WITH  A  £5oo,ooo 

NATIONALTV  CAMPAIGN. 
MAKE  SURE  YOU  DO. 


You  know  which  lemon  cold  treatment  to  stock  in  this  winter 

It's  the  one  whose  turnover  has  shot  up  42%. 

It's  the  one  that  now  has  over  a  A  of  the  annual  lemon  cold 
treatment  business. 

Its  the  one  with  the  Beechams  Powders  formula. 

This  winter  all  over  Britain  people  will  be  switching  on  to  a 
£500,000  Beechams  Powders  Hot  Lemon  TV  campaign. 

Supporting  this  promotion  will  be  bright  window  and  counter 
displays,  shelf  edgers,  and  prepacked  display  trays. 

Bonus  deals  make  stocking-up  easier  and  ensure  even  bigger 

profits  this  winter  RFW^H  A  IVI 

Make  an  early  start  now,  before  the  OCXl<V>l  1/mlTM 

TV  catches  you  with  stocks  down.  Beecham  Proprietaries, 

Brentford,  Middx. 


Beechams  El 
Powders  ™ 

HOT  LEMON 


Quick  relief 
from 
Ids 
Flu 
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Computers :  it's  the  end 
result  that  counts 

Mr  R.  Idris  Hughes,  MPS,  whose  dispensary  computer  system  was  described 
in  detail  in  C&D  June  16  p921  and  shown  both  at  the  NPA  show  and  the 
BP  Conference  exhibition,  warns  general  practice  pharmacists  not  to  get 
bogged  down  in  the  jargon 

Your  informative  supplement  "Com- 
puters in  Pharmacy"  has  given  the 
pharmacist  an  insight  to  "computing"  in 
their  own  field  of  work.  I  fear,  however, 
that  you  may  be  confounding  a  section 
of  your  readers.  If  he  does  not  want  to 
start  learning  a  new  technical  subject  and 
wishes  only  to  have  the  benefits  of  com- 
puters in  his  business  then  the  less  he 
knows  about  megabytes,  binary  notation 
and  ROM's — probably  the  better.  A  sys- 
tem should  switch  on  and  go,  doing  what 
the  user  requires  of  it  without  his  won- 
dering whether  a  megabyte  has  sharp 
teeth  or  not. 

For  the  pharmacist  with  a  personal 
interest  in  the  subject,  wishing  to  pursue 
its  study,  all  well  and  good.  He  can  pur- 
chase excellent  books1  and  settle  down 
to  read  and  learn.  There  are  also  evening 
courses  and  residential  courses  available. 
(The  forthcoming  Open  University  course 
appears  to  be  aimed  at  an  industrial  and 
management  audience  and  I  do  not  con- 
sider it  to  be  suitable  for  pharmacists  in 
general  practice.) 

It  would  take  between  three  and  six 
months'  evening  study  for  a  newcomer 
to  master  the  rudiments  of  a  program- 
ming language  and  before  he  could  write 
simple  but  useable  programs.  With  the 
right  choice  of  microcomputer  he  would 
be  able  to  both  start  "doing  his  own 
thing"  at  home  (with  the  family)  as  well 
as  using  his  equipment  for  business  in 
the  office  and  with  ready  written  soft- 
ware such  as  we  have  produced  (and  use) 
for  the  dispensary. 


Choice  of  routes 

There  are  three  or  four  routes  to  the 
acquisition  and  use  of  a  computer  in  the 
pharmacy.  The  wholesalers  will  be  offer- 
ing subsidised  equipment  for  lease  or 
purchase  with  software  properly  designed 
to  handle  the  job  and  geared  towards 
giving  the  user  easy  access  to  ordering 
from  the  wholesaler's  own  warehouse. 
Such  systems  will,  for  the  next  few  years, 
tend  to  be  based  on  the  larger  and  more 
expensive  microcomputers  with  their  own 
data  storage  devices  coupled  to  the  one 
warehouse  via  the  acoustic  coupler  with 
the  telephone  (as  with  Prosper)  or  via 
the  modem  and  a  telephone  line  which 
serves  the  same  purpose  in  placing  orders. 

The  next  step  is  to  use  this  direct  link 
to  continuously  or  intermittently  inter- 
change information  between  the  micro- 
computer in  the  pharmacy  and  the 
"macro"-computer  of  the  wholesaler,  in 
an  "on-line"  system.  Where  this  link  is 
effected  the  pharmacy  unit  would  be 
married  to  the  single  wholesaler's  com- 
puter in  a  closely  knit  fashion,  the  big 
computer  advising  the  pharmacy  of  order 


status,  stock  position,  costs  etc.  Through 
such  a  link  even  the  invoices  could  be 
printed  in  the  pharmacy  by  the  whole- 
saler's computer. 

Such  systems  are  interdependent,  rely- 
ing upon  the  mutual  benefits  to  whole- 
saler and  pharmacy.  Rapid  and  economic 
order  capture  for  the  warehouse  and 
subsidised  service  with  ease  of  order 
placement  for  the  pharmacy. 

Without  close  ties  to  a  single  whole- 
saler an  individual  pharmacy  would 
require  a  minicomputer  (not  a  micro- 
computer) to  achieve  the  same  level  of 
management.  At  present  such  units  are 
available  at  a  cost  of  between  £8,000  and 
£15,000. 

A  microcomputer  can  handle  a  lot  of 
work  on  its  own.  It  requires  a  printer  and 
disc  storage  device  to  be  of  any  real  use 
(paper  tape  and  magnetic  tape  we  can 
forget)  and  most  importantly,  software 
to  produce  a  working  system  designed 
for  the  job. 

Avoid  'off-the-shelf 

The  one  route  which  the  pharmacist 
should  avoid  at  all  costs  is  to  purchase 
a  microcomputer  off  the  shelf,  without 
software  and  without  any  guarantee  that 
suitable  software  will  be  available  for 
the  equipment  he  buys.  (The  newcomer 
to  programming  has  no  guarantee  that 
his  own  efforts  to  write  software  will 
succeed.)  He  can  get  into  deep  water 
very  quickly  and  end  up  with  hardware 
that  is  virtually  useless  to  him.  This  can 
be  particularly  true  if  he  is  sold  a  printer 
with  assurances  that  "it  will  do  the  job." 

We  have  handled  thirteen  printers  since 
July  1978.  In  some  cases  we  had  no 
alternative  but  to  purchase  a  machine  for 
trial  and  in  others  we  were  indebted  to 
the  manufacturer  for  the  loan  of 
machines.  We  have  had  three  machines 
modified  to  incorporate  our  specifications 
and  we  have  had  one  machine  assembled 
to  our  design. 

These  machines  have  produced  almost 
100,000  prescription  labels  over  the  past 
year  and  from  our  experience  in  this 
period  I  can  say  that  there  is  far  more 
to  be  considered  in  the  choice  of  printer 
than  one  might  expect. 

In  short,  beware  the  temptation  to  start 
out  unaided  unless  you  know  exactly 
what  you  are  doing.  Already  we  are 
trying  to  help  pharmacists  struggling  with 
their  own  hardware. 

Mr  Richard's  letter  (C&D  September 
22,  p448)  offers  sound  advice  but  there 
are  anomalies  in  the  content  of  his  letter 
and  your  footnote.  A  reliable  micro- 
computer with  reliable  disc  storage  and 
printer,  which  will  operate  an  independ- 
ent system  will  cost  in  the  region  of 


Mr  Hughes  computer  in  action 

£2,500.  The  software  cost  within  the 
total  cost  of  our  complete  dispensary 
system  for  stock  management  and  pre- 
scription labelling  is  within  £500  and 
accounting  software  is  available  in  the 
range  £275-£500  (depending  upon  what 
you  want  it  to  do).  The  figure  of  £1,000 
to  £2,000  for  software  which  was  men- 
tioned would  apply  to  software  written 
to  a  user's  specification.  Even  these 
figures  may  be  too  low — I  know  of  a 
software  house  quoting  £3,000-plus  to  a 
pharmacy. 

We  should  not  expect  too  much  of 
computers — they  require  the  support  of 
human  beings,  both  in  putting  informa- 
tion in  and  also  in  interpreting  the  infor- 
mation coming  out  (your  references  to 
garbage  and  fmillion  gas  bills).  During 
BP  Conference  week  we  demonstrated 
our  script-stock  system  at  the  exhibition 
in  the  University  where  many  pharma- 
cists inquired  after  patient-medication- 
record  facilities.  These  can  be  provided 
in  any  computer  system  but  they  will  still 
need  operator  time  to  work  usefully  and 
they  will  require  careful  management  and 
handling. 

Points  to  watch 

There  are  several  points  which  need  to 
be  taken  into  account  and  I  append  a  list2 
of  these  in  question  form  which  your 
readers  might  care  to  answer  for  them- 
selves (I  should  be  pleased  to  have  their 
views).  The  whole  subject  should  be 
regarded  with  care.  From  my  own 
experience  I  would  say  that  it  is  only 
really  a  practical  and  beneficial  operation 
where  the  patients  are  carefully  selected 
and  the  number  of  records  is  limited  to 
a  manageable  total.  There  are  particular 
and  obvious  benefits  when  such  records 
are  maintained  for  nursing  homes  and 
residential  homes  for  the  elderly. 

1  An  Introduction  to  Microcomputers. 
Adam  Osborne.  Vol  I  Basic  Concepts; 
Vol  II  Some  Real  Products. 

2  We  hope  to  publish  the  questions  in 
next  week's  issue — Editor. 
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Complaint  to  BBC  over 
'third  world'  attack 


A  formal  complaint  about  the  "biased 
and  inaccurate"  nature  of  the  recent 
Radio  4  programmes  "In  sickness  or  in 
wealth"  has  been  sent  to  the  director 
general  of  the  BBC  by  Mr  S.  M.  Peretz, 
executive  vice-president  of  the  Inter- 
national Federation  of  pharmaceutical 
Manufacturers  Association. 

The  programmes,  which  included  a 
brief  extract  of  a  discussion  including 
Mr  Peretz  (C  &  D  September  1  and  8) 
concerned  the  drug  industry's  third 
world  policies. 

The  following  extract  from  Mr  Peretz's 
letter  to  the  director  general  sets  out 
some  of  the  points  IFPMA  wished  to 
make  in  answer  to  the  changes. 

Selective  reporting 

Although  in  many  developing  countries 
the  cost  of  drugs  accounts  for  a  relatively 
higher  percentage  of  total  health  care 
costs  than  it  does  in  the  industrialised 
countries,  this  denotes  only  that,  in  those 
developing  countries,  too  little  is  spent 
on  other  components  of  health  care — 
such  as  the  training  and  employment  of 
health  professionals  and  the  building  and 
equipping  of  dispensaries,  clinics,  etc — 
not  that  too  much  is  spent  on  drugs. 

As  an  example  of  selective  reporting, 
I  made  the  point  that  90  per  cent  of  all 
drugs  currently  available  (and  this  in- 
cludes the  drugs  mentioned  in  the  World 
Health  Organisation  essential  drug  list 
and  most,  if  not  all,  the  drugs  used  for 
tropical  diseases,  such  as  malaria,  schis- 
tosomiasis and  leprosy)  are  derived  from 
industry  research.  This  was  omitted 
from  the  programme  as  broadcast. 

I  would  also  like  to  draw  your  atten- 
tion to  the  reference  that  was  made  in 
the  second  of  the  two  programmes  on 
the  number  of  drugs  available  in  the  UK. 
I  have  already  been  in  touch  with 
Dr  John  Dunne,  WHO  senior  medical 
officer,  pharmaceuticals,  on  this  matter, 
who  does  not  dispute  the  figures  I  now 
quote. 

There  are  indeed  26,000  product 
licences  in  the  UK,  however,  this 
number  includes  18,000  OTC  products 
and  over  5,000  homoeopathic  products, 
none  of  which  are  prescription  items.  It 
should  also  be  appreciated  that  each 
separate  presentation  of  a  given  drug  of 
the  same  product  will  need  a  separate 
product  licence.  What  this  means  in  fact 
is,  that  there  are  at  the  present  time  a 
total  of  2.400  products  available  in  the 
UK  for  prescription  by  doctors  and  this 
number  includes  no  more  than  900  to 
1,000  separate  chemical  entities — in- 
cluding biological  products. 

Far  more  time  could  well  have  been 
devoted  to  the  fact  that  well  over  30 
(not  20  as  reported  in  the  programme) 
of  the  world's  major  international  phar- 
maceutical companies  (not  just  European 
ones  as  mentioned  in  the  programme) 


have  offered  to  supply  over  150  drugs 
out  of  200  or  so  mentioned  in  the  WHO 
list  (not  25  drugs  as  reported  in  the  pro- 
gramme)— under  special  economic  condi- 
tions— to  the  public  sector  of  the  poorer 
developing  countries  as  part  of  WHO's 
action  programme  on  essential  drugs. 
Many  of  these  offers  were  made  to  WHO 
well  over  a  year  ago  and  it  is  certainly 
not  the  fault  of  the  industry  that  these 
offers  have  not  so  far  been  translated 
into  movement  of  products  into  the 
countries  concerned. 

I  also  gave  the  producer  the  statement 
that  I  made  on  behalf  of  this  Federation 
to  this  year's  World  Health  Assembly, 
from  which  you  will  see  that  we  have 
offered  a  large  number  of  training  posts 
in  drug  quality  centres  to  government 
employees  in  the  developing  world.  Yet, 
no  mention  of  this  offer  was  made  in 
the  programmes. 

If  we  had  been  given  access  to  the  in- 
formation contained  in  earlier  parts  of 
the  programme,  we  could  have  provided 
the  producer  with  a  carefully  researched 
description  of  what  actually  did  take 
place  in  Sri  Lanka  as  a  result  of  the  so- 
called  Bibile  experiment.  This  would 
have  put  into  perspective  some  of  the 
hearsay  evidence  given  in  the  pro- 
gramme. 

Suffice  it  to  say  that  the  Bibile  experi- 


LETTERS 

Continued  from  p535 

Sainsbury's  ad 
'despicable' 

What  a  pity  pharmacy  has  nobody  to 
place  a  similar  advertisement  in  the 
Sun  "Spend  an  extra  minute  in  Sains- 
bury's and  there'll  be  no  chemists!  " 
What  a  despicable  ad.  They  must  be 
desperate  for  business  and  anyway, 
what  about  this  code  of  ethics  for 
advertisers?  I  was  under  the  impression 
that  "knocking"  ads  were  taboo. 
D.  F.  Kirk 
Gillingham,  Kent 

A  lucky  one 

I  would  like,  through  your  valued 
paper,  to  thank  all  my  friends  in  the 
trade,  and  especially  the  much  despised 
"reps",  for  all  the  help  they  have  given 
me  over  my  27  years  in  business  here. 
I  have  sold  the  pharmacy,  and  am  now 
looking  forward  to  the  first  holiday 
longer  than  six  days  that  I  have  had 
for  years. 

Much  has  changed  since  that  day  27 
years  ago,  but  I  still  have  some  of  the 
same  customers  as  regulars.  I  am  so 
thankful  that  in  God's  goodness  I  am 


ment  included  the  distribution  of  sub- 
standard drugs,  acute  shortage  of  life 
saving  medicines,  the  proliferation  of 
bureaucratic  restrictions  and  a  crippling 
of  the  effectiveness  of  physicians  as  a 
result  of  which  Sri  Lanka  abandoned 
this  system. 

No  one  would  deny  that  there  are 
bound  to  be  justifiable  criticisms  of  an 
industry  as  diverse  as  the  international 
pharmaceutical  industry  with  many 
thousands  of  manufacturers  spread  all 
over  the  world.  These  manufacturers, 
incidentally,  include  many  producers  of 
pharmaceuticals  in  the  so-called  centrally 
planned  economies  (which  were  conspi- 
cuously not  mentioned  in  the  program- 
mes) who  have  a  singularly  poor  record 
of  producing  innovations  of  importance 
in  the  drug  field  but  who  certainly  ex- 
port a  good  deal  of  their  output  to  de- 
veloping countries. 

It  is  obvious  that  any  producer  faced 
with  a  recording  of  a  programme  which 
contains  facts  that  do  not  suit  his  pur- 
pose, can  omit  such  facts  without  the 
public  being  aware  of  what  has  been 
said.  It  is  small  wonder,  that  programmes 
like  these  make  industry  representatives 
feel  reluctant  about  involving  them- 
selves in  any  BBC  recording,  though  it 
is  appreciated  that  the  alternative  of  in- 
sisting on  appearing  in  live  programmes 
is  not  always  practical. 

The  BBC  has  a  fine  reputation,  espe- 
cially in  Western  Europe,  for  its  fairness 
and  objectivity,  but  I  believe  that  the 
BBC's  reputation  in  this  respect  has  not 
been  upheld  by  this  particular  pro- 
gramme. 


able  to  sell,  and  not  as  many  others, 
just  close  down. 
Paul  Cooper 

Freshwater,  Isle  of  Wight 

PS — I  shall  miss  my  C&D  each  week! 

Shipping  order 

He  had  entered  the  pharmacy  and  re- 
quested some  "Boat  tablets".  Presuming 
he  meant  travel  sickness  tablets,  the 
assistant  dutifully  showed  him  the  range. 
"No",  he  exclaimed,  "not  those.  I  want 
Boar  tablets — there's  a  boat  on  the  box — 
see,  there  .  .  .".  He  indicated  a  display 
outer  of — Fisherman's  Friend! 
W.  J.  Robinson 
Bolton 

Health  centre  news 

North-western  RHA  is  planning  to  build 
a  health  centre  on  land  at  Longford 
Road  West,  North  Reddish. 
Wiltshire  AHA  plans  a  £300,000  centre 
at  Tyning  Lane,  Fairfield  Park,  Bath. 
Hampshire  AHA  plans  to  build  a  health 
centre  on  land  at  the  rear  of  44  Elm 
Grove,  Hayling  Island,  Hants.  The 
Borough  Council  is  likely  to  approve. 
North  Tyneside  AHA  is  planning  build- 
ing a  new  health  centre  at  Whitley  Bay 
at  junction  of  Park  View  and  Marine 
Avenue  after  demolition  of  premises 
there.  The  new  three  storey  centre  would 
be  for  seven  GP's,  health  visitors  and 
district  nurses. 
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Blisteze:  a  proven  seller  for  sore  lips 
and  cold  sores 

Blisteze  cream  continues  to  be  the  most 
popular  treatment  for  cold  sores  and  chapped 
lips.  Customers  know  that  its  gentle,  medicated 
action  means  effective  relief  for  sore  lips. 
Backed  by  heavy  national  advertising,  Blisteze 
is  available  in  display  outers  of  24.  Make  sure 
you  have  enough  to  meet  demand. 


New  Blistik  for  dry  lips 

Sensitive  lips  are  very  often  affected  by  extreme  weather 
conditions.  To  prevent  this,  Dendron  have  introduced 
Blistik.  Available  in  a  handy  stick  on  a  colourful  blister- 
packed  card,  Blistik  will  soothe  dry  lips.  Together  Blisteze 
and  Blistik  cover  all  manner  of  lip  problems.  And  when 
ordered  together,  an  extra  discount  is  available 
to  you.  Contact  Dendron  today. 


Blisteze  and  Blistik  from  Dendron 

Dendron  Ltd.,  94  Rickmansworth  Road,  Watford, 
Herts.  WD1  7JJ.  Tel.  (0923)  29251. 
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COMPANY  NEWS 

Alcon  plans  after 
acquisition  of 
Burton  Parsons 

Alcon  Laboratories  (UK  Ltd  and  Burton 
Parsons  Chemicals  (UK)  Ltd  have  now 
merged  their  activities  in  the  UK  and  are 
both  housed  at  Imperial  Way,  Watford. 

Alcon  Laboratories  (UK)  Ltd  is  the 
British  subsidiary  of  a  multinational 
pharmaceutical  company  with  head- 
quarters in  Fort  Worth,  Texas,  and  a 
turnover  worldwide  in  1978  over  SI 00 
million.  Their  main  business  is  ophthal- 
mic pharmaceuticals,  but  over  the  years 
the  company  has  diversified  into  the 
dermatological,  contact  lens  care  and 
hair  care  fields. 

International  reputation 

Alcon's  ophthalmic  products  have  been 
sold  under  licence  in  the  UK  for  several 
years.  The  UK  company  was  established 
in  1975  on  purchase  of  the  Nu-syte 
contact  lens  laboratory  in  Yorkshire.  In 
1976  the  UK  facility  was  moved  to  Wat- 
ford and  last  year  Alcon  sold  their  hard 
lens  business  to  Focus  Contact  Lens 
Laboratory,  at  that  time  deciding  to  con- 
centrate on  hydrophilic  lenses. 

With  the  acquisition  of  Burton  Parsons, 
a  decision  was  taken  to  concentrate  on 
pharmaceutical,  contact  lens  care  and 
allied  products,  so  the  company  sold  its 
remaining  hydrophilic  lens  business  to 
Focus  Laboratories.  The  company  also 
recognised  it  depended  on  the  optical 
wholesalers  for  distribution  of  contact 
lens  care  products  in  the  UK  and  did  not 
wish  to  compete  with  them  for  the  lens 
business.  Alcon  and  Burton  Parsons  now 
aim  to  build  on  those  areas  in  which 
they  have  an  international  reputation  for 
innovation  and  expertise. 

Alcon  Laboratories  (UK)  Ltd  now  con- 
sists of  three  separate  divisions  operating 
in  their  own  well-defined  markets:  The 
ophthalmic  division,  responsible  for  the 
whole  range  of  Alcon  eye  drops  and  eye 
ointments,  together  with  ophthalmic 
surgical  products  and  instruments.  This 
division  will  soon  expand  its  activities  by 
introducing  a  range  of  dermatological 
products  on  to  the  UK  market.  This 
division  trades  under  the  name  of  Alcon 
Laboratories  (UK)  Ltd. 

The  contact  lens  care  division,  trading 
under  the  name  of  Burton  Parsons,  a 
division  of  Alcon  Laboratories  (UK)  Ltd, 
will  handle  all  the  contact  lens  care 
products  of  both  Burton  Parsons  and 
Alcon  Laboratories.  All  the  Burton  Par- 
sons staff  have  joined  the  Alcon  group 
at  Watford. 

The  hair  care  division  promotes  a 
range  of  hair  and  scalp  treatments  sold 
through  professional  hairdressing  salons 
and  trades  under  the  name  of  Mahdeen 
Laboratories,  a  division  of  Alcon 
Laboratories  (UK)  Ltd. 

Alcon's  products  are  imported  into  this 
country  at  present.  They  are  manufac- 

540    Chemist  &  Druggist 


Mr  Jim  Munro,  managing  director,  Alcon 

Laboratories  (UK)  Ltd  (left),  and 

Mr  George  Teideman,  manager,  Burton 

Parsons 

tured  at  the  Fort  Worth  headquarters, 
or  in  Toronto,  Canada,  or  at  a  new 
sterile  products  plant  in  Puurs,  Belgium. 
The  latter  will  shortly  be  expanded  to 
include  the  manufacture  of  Burton 
Parsons'  products,  which  at  present  are 
manufactured  either  in  Washington, 
USA,  or  Munich,  Germany. 

Rubinstein  sale 
fails  again 

Colgate-Palmolive  Co,  New  York,  USA, 
announced  last  week  that  negotiations  to 
sell  their  Helena  Rubinstein  subsidiary 
to  L'Oreal  and  Cosmair  (the  US  branch 
of  L'Oreal)  had  been  terminated.  No 
futher  details  were  given.  This  was  the 
second  time  Colgate-Palmolive  had 
negotiated  the  sale  with  L'Oreal  and 
failed.  Earlier  talks  with  Kao  of  Japan 
and  Hoechst  of  West  Germany  were  also 
unsuccessful. 

Briefly 

Lundbeck  Ltd,  have  a  new  telephone 
number — Luton  416565. 

International  Laboratories  Ltd  will  be 
moving  on  November  5  to  Wilsom  Road, 
Alton,  Hants  (telephone  Alton  88174). 
Robert  Bosch  Packing  Machinery  (UK) 
Ltd,  have  moved  to  Invincible  Road, 
Farnborough,  Hants  (telephone:  0252 
517821). 

From  October  15  Autoglaze  Optical  Co 

Ltd  will  be  at  Silchester  Mews,  Silchester 
Road,  St  Leonards  on  Sea,  East  Sussex 
TN38  OJB. 

Bannister  &  Thatcher  Ltd  have  acquired 
the  pharmacy  trading  as  Bass  &  Son 
(proprietor,  A.  M.  Brunton,  MPS),  11 
Upper  Brook  Street,  Rugeley,  Staffs. 
The  manager  of  the  new  branch  is  Mr 
Peter  Tice,  MPS. 

Smith  and  Nephew  Associated  Com- 
panies Ltd:  The  Secretary  of  State  for 
Trade  has  decided  not  to  refer  the 
merger  with  Anchor  Continental  Inc  to 
the  Monopolies  and  Mergers  Commis- 
sion. 

ICI  have  commissioned  a  Nitram  (am- 
monium nitrate  fertilizer)  plant,  with  an 


associate  nitric  acid  plant  at  Billingham, 
Cleveland,  headquarters  of  the  com- 
pany's agricultural  division.  A  second 
nitric  acid  plant  is  due  for  completion 
in  spring  1981. 

Anchor  Chemical  Co  Ltd:  Significant 
increases  were  achieved  both  in  exports 
from  the  UK  and  in  sales  by  overseas 
subsidiary  companies  during  the  six 
months  to  June  30.  Profit  before  taxation 
was  £350,000  (£153,000  for  the  same 
period  last  year)  and  turnover  £7,156,000 
(£5,812,000).  Results  for  the  full  year 
are  expected  to  be  significantly  ahead  of 
those  of  1978. 


APPOINTMENTS 

K.  J.  Cole  takes 
over  at  Boots 

Mr  K.  J.  Cole,  MPS,  has  been  appoin- 
ted a  director  of  Boots  the  Chemists 
Ltd,  the  retail  subsidiary  of  The  Boots 
Company  Ltd,  with  effect  from  October 
1,  and  becomes  London  area  director 
following  the  retirement  of  Mr  J.  M.  T. 
Ross,  FPS  (see  p510). 

After  setting  up  and  being  in  charge 
of  the  retail  methods  research  unit  in 
Nottingham  from  1968  until  1975,  Mr 
Cole  was  appointed  a  territorial  general 
manager  and  from  there  joined  the 
Canadian  team  in  1977  as  vice-president, 
operations,  of  Tamblyn  Co  in  Ontario. 
When  Tamblyn  Co  in  Western  Canada 
was  acquired  in  1978  Ken  Cole  went 
to  Vancouver  to  take  charge  of  that 
operation. 

Krups  (UK)  Ltd:  Mr  Paul  Wicks  has 
become  sales  office  manager. 

Jeyes  Ltd:  Mrs  Linda  Hutchinson  has 
been  appointed  marketing  services  man- 
ager. 

Bonded  Fibre  Fabrics:  Mr  Ernest  Bet- 
ties  has  joined  as  account  brand  mana- 
ger for  Freshtex. 

Sterling-Winthrop:  Mr  Bryan  Davies  has 
been  appointed  sales  director  of  Sterling 
Organics,  'the  fine  chemicals  division  of 
the  Sterling-Winthrop  Group. 

Lastonet  Products  Ltd:  New  representa- 
tive appointments  have  been  announced: 
Mr  K.  J.  Manning,  south  east,  Mr  R.  B. 
Jones,  north  west,  Mr  D.  Shorrock,  Mid- 
lands and  Mr  G.  Primrose,  Scotland. 

Nicholas  Laboratories  Ltd:  appointed  to 
the  company's  confectionary  division  are 
Mr  John  Alway  as  product  marketing 
manager  and  Mr  Steve  Stanbrook  as 
marketing  executive.  Both  appointments 
report  to  Mr  John  Turner,  marketing 
manager  of  the  division. 

Northfleet  Group:  Mr  Geoff  Hilton  has 
been  appointed  marketing  manager.  His 
responsibilities  include  detailed  co-ordi- 
nation of  the  group's  range  of  products 
and  services  to  match  the  individual 
requirements  of  retailers  from  different 
trades  and  differing  organisations. 

More  appointments  on  p542 
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Who  can 
put  a  price  on 
anything  ? 


ins 


How  many  sales  are  lost  by  not  having  the 
right  price  on  the  right  item  at  the 
right  time ?  All  too  often  it's  a  case  of  no 

price  label,  no  sale. 
Nor  has  the  answer  to  these  lost  sales. 
f||||nge  of  high-speed  machines,  able  to 
label  just  about  anything.  Price,  VAT, 
stock  numbers  r-  ail  printed  at  the 
twist  of  a  knob  -  at  up  to 
100  labels  a  minute. 
And,  every  label ler  backed  by 
the  best  service  network  in 
the  business. 
With  more  machines  in  the  UK  than 
the  rest  put  together,  Nor  are 
Britain's  most  experienced 
labelling  people. 
So  if  you  want  to  put  a  price  on 
anything,  let  us  help. 
As  only  Nor  know  how. 


Name 


Please  send  me  full  details  of  Nor  labelling  systems 


Position 


Company 
Address  — 


NOR  SYSTEMS  LIMITED 


fit 


A  MEMBER  OF  THE  T^ScSos 


GROUP 


R.  P.  Dept.  Freepost  HW4  Harwich  Essex  C012  4RR  England    Telephone  02555  3131    Telex  98156 
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Bowater-Scott  Corporation  Ltd:  Mr  W. 

Vaughan-Lewis  has  been  promoted  to 
toilet  tissue  marketing  manager;  Mr 
David  Foster  has  taken  over  the  posi- 
tion of  market  manager  (facial  tissues) 
and  Mr  David  Murray  is  to  take  up  the 
position  of  market  manager  (towels/ 
foam). 

Zimmermann  Hobbs  Ltd:   Mr  G.  R. 

Ford  retired  at  the  end  of  September 
after  33  years'  service  firstly  with  W.  H. 
Hobbs  &  Co  Ltd,  and  since  July  1973 
with  Zimmermann  Hobbs  Ltd.  Mr  P. 
D.  Maunsell  has  been  appointed  chair- 
man of  the  company  and  has  been  in- 
vited to  join  the  group  board. 
Haffenden-Richborough  Ltd:  Mr  J.  A. 


Nicholl  has  been  appointed  marketing 
director.  Mr  Nicholl  will  be  responsible 
for  Leighton  hair  styling  aids,  Mandelle 
hot  water  bottles  and  Britmarine  sports 
goods.  Two  UK  area  sales  managers  have 
also  been  appointed  for  the  Britmarine, 
Britsport,  Mandelle  and  Leighton  ranges. 
They  are  Malcolm  Evans,  who  will  cover 
the  south  west,  and  Joe  Scott,  north  east 
area  sales  manager. 

Merck  Sharp  and  Dohme  Ltd:  Mr  R. 

Wilson  Wilmer  has  been  appointed  gen- 
eral manager,  MSD  division.  Fie  was 
formerly  managing  director  of  MSD 
(New  Zealand)  Ltd.  Dr  D.  W.  Christie 
has  returned  to  the  company's  head- 
quarters as  general  manager,  1  homas 
Morson  Pharmaceuticals  (a  division  of 
MSD)  after  a  spell  abroad  Dr  W.  J.  C. 
Currie  has  been  appointed  medical  di- 
rector for  MSD  following  the  promotion 
of  Dr  P.  J.  Roylance  to  senior  director, 
Clinical  Research  International. 


A  farewell  presentation  was  made  recently 
by  the  directors  of  the  Tudor  Photographic 
Group  to  Mr  Hiroshi  Ashizawa,  managing 
director  of  Fuji  (UK),  who  has  returned 
to  Tokyo  to  take  up  a  new  appointment 
at  head  office.  Mr  Harushi  Yagi  is  the  new 
managing  director.  In  the  picture, 
Mr  Ashizawa  (right)  is  with  Mr  Michael 
de  Semlyen,  chief  executive,  Tudor 
Photographic  Group 

COMING  EVENTS 

Monday,  October  8 

North  Metropolitan  Branch,  Pharmaceutical 

Society,  School  of  Pharmacy,  Brunswick  Square, 
London  WC1,  at  8  pm.  Dr  S.  G.  Down  on  "The 
use  of  lasers  in  medicine  today". 
Harrow  &  Hillingdon  Branch,  Pharmaceutical 
Society  Civic  Hall,  Uxbridge,  at  8  pm.  Mrs. 
Barbara  Shersby  MPS  on  "The  role  of  an  MPS 
as  an  MP's  wife". 

Leicestershire  Branch,  Pharmaceutical  Society, 

Postgraduate  medical  centre,  Royal  Infirmary, 
Leicester,  at  8  pm.  Dr  A.  C.  Burden,  (consultant 
physician)  on  "Anaemia  and  other  red  blood 
cell  disorders". 

Stockport  Branch,  Pharmaceutical  Society, 

Alma  Lodge  Hotel,  Stockport,  at  8  pm.  Miss  J. 
Coutts  (district  dietician)  on  "Diet  and 
deficiency  conditions". 

Tuesday,  October  9 

Croydon,  Galen  Group,  Friends'  Meeting  House, 
Park  Lane,  Croydon,  at  8  pm.  Miss  Judy 
Rolinson  on  "Toys  for  handicapped  children". 
South  East  Metropolitan  Branch,  Pharmaceutical 
Society,  Lewisham  medical  centre.  Lewisham 
Hospital,  Lewisham  High  Street,  London  SE13, 
at  8  pm.  Colin  Mason  on  "Froben". 
Stirling  Branch,  Pharmaceutical  Society,  Station 
Hotel,  Stirling,  at  8  pm.  Dr  Doyle  on  "The 
management  of  pain". 

Wednesday,  October  10 

Anglia,  Chiltern  and  South  East  Region,  Pharma- 
ceutical Society,  School  of  Pharmacy,  Brunswick 
Square,  London  WC1,  at  8  pm.  Dr  Brian  B. 
Lloyd,  MA,  DSc,  on  "The  work  and  functions 
of  the  health  education  council". 
Chemist  &  Druggist  Chemists  Assistant  of  the 
Year  Competition,  Northern  Ireland  regional  final, 
Stormont  Hotel,  Belfast  at  5  pm.  (Organised  by 
S.  Haydock  &  Co.  Ltd). 
West  Metropolitan  Branch,  Pharmaceutical 
Society,  School  of  Pharmacy,  Brunswick  Square, 
London  WC1  at  8  pm.  Lecture  on  "The  practice 
of  pharmacy". 

Thursday,  October  11 

Dundee  Branch,  Pharmaceutical  Society,  Lecture 
theatre  3,  Ninewells  medical  school  at  7.30  pm. 
G.  A.  Hopkins,  on  "Contact  lenses  and  contact 
lens  solutions". 

Reading  Branch,  Pharmaceutical  Society.  Post- 
qraduate  medical  centre,  Royal  Berkshire 
Hospital,  at  8  pm.  Dr  Douglas  Latto,  "Talk 
on  philately". 

Sunday,  October  14 

Cambridgeshire  Local  Pharmaceutical  Committee 

at  "The  Maltinqs".  Ely.  Cambridgeshire  at 
10.30  am.  Conference  for  contractors. 

Advance  information 

Conference  of  Scottish  Pharmacists,  November 
17-18.  Marine  Hotel.  North  Berwick.  Saturday 
eveninq:  dinner  and  dancinq.  Sunday  morning: 
"Standards  in  retail  pharmacy — are  they 
necessary?"  Mr  G.  E.  Appelbe  (head  of  law 
department.  Pharmaceutical  Society)  and 
Mr  D.  J.  Dalglish  (member  of  Society's  Council). 
Sunday  afternoon:  "Prescription  and  proscription 
in  paediatric  pharmacy."  Professor  J.  O.  Forfar 
(department  of  child  life  and  health,  University 
of  Edinburgh). 


Non-ergotamine 

"Igrafewisthe 


one  anti-migraine 
specific  you  may 
sell  over  the 


counter 


Sales  (and  prescriptions) 

are  still  rapidly  rising. 

So  check  your  stocks  now. 

Over  half  a  million 
prescriptions  for 
Migraleve  speak  for 
themselves. 


Hk  HF  •  NON-ERGOTAMINE  "W 

Migraleve 


International  Laboratories  Ltd..  Lincoln  Way.  Windmill  Road.  Sunbury-on-Thames.  TW16  7HN. 
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MARKET  NEWS 

Camphor  scarce 

London,  October  3:  Natural  camphor 
powder  has  been  gradually  firming  in 
price  over  the  summer  months  be- 
cause China  has  not  been  offering 
much  material  for  export.  Demand, 
of  course,  has  always  been  spas- 
modic and  last  week  saw  more  than 
usual  interest  in  the  powder  by 
buyers.  The  result  was  that  either  all 
the  material  on  the  spot  was  taken 
up  or  the  holders  withdrew  their 
offers  for  the  time  being. 

For  the  first  time  in  several  seasons 
the  outlook  for  honey  supplies  is 
optimistic.  Improved  crops  are  ex- 
pected in  Australia,  Canada  and  South 
America  and  possibly  other  producing 
countries.  Prices  have  begun  to  re- 
flect the  anticipated  better  supply 
position. 

Among  spices,  ginger  turned  firmer 
after  a  long  period  of  declining  prices. 
Pepper  was  firmer  in  both  positions. 

Despite  the  pound  recovering  some- 
what many  of  the  botanicals  have 
been  marked  up  again  during  the 
week. 

Patchouli  was  the  main  feature  ot 
the  essential  oils  sector  rising  by  50p 
kg  on  the  spot.  Brazilian  peppermint 
quotations  also  rose  by  the  same 
amount  but  little  business  was  done 
at  the  higher  rates. 


Pharmaceutical  chemicals 

Aspirin:  10  ton  lots  £1.76  kg;  imported  E1.05. 
Atropine:    (Per   kg    in   }-kg   lots)    Alkaloid  £200.50; 
methonitrate  £179;   sulphate  £169. 
Benzocaine:  BP  in  50-kg  lots.  £6.08  kg. 
Benzoic  acid:  BP  in  500-kg  lots,  £0.8382  kg. 
Caffeine:   BP  anhydrous  £5.16   kg   in   100-kg  lots; 
£4.80  in  500-kg. 

Calamine:  BP  £653  per  1.000-kg  delivered. 
Calcium  ascorbate:  £7 .28  kg  in  5-kg  pack. 
Calcium    carbonate:    Light    precipitated    BP  £175 
metric  ton  delivered. 

Calcium  chloride:  BP  anhydrous  96/98%   £1.13  kg 
in  50-kg  lots  of  powder;  granular  £1.15  hexahydrate 
crystals  BP   1968  £0.81. 
Calcium  gluconate:  £1.800  per  metric  ton. 
Calcium   lactate:    100-kg    lots   £1.55  kg. 
Calcium  pantothenate:  £8.31   kg  in  25-kg  lots 
Potassium    acetate:    BPC    £0.95    kg    for  minimum 
£500  order. 

Potassium  ammonium  tartrate:  £2.24  kg  in  50-kg 
lots. 

Potassium  bitartrate:  £996  per  metric  ton. 
Potassium   citrate:  Granular   £956   per   metric  ton, 
powder  £976. 

Potassium    diphosphate:   BPC   1949   in   50-kg  lots. 

granular  £2.15  kg;  powder  £1.88. 

Potassium  hydroxide:  Pellets  BP  1963  in  50-kg  lots 

£1,379    kg;    sticks    not    offered;    technical  flakes 

£0.4577. 

Potassium  nitrate:  Recrystallised  £1.05  kg  for  50-kg 
drums. 

Potassium  phosphate:  monobasic  BPC  1949,  £1.30 
kg  in  50-kg  lots. 

Potassium  sodium  tartrate:  £887  per  metric  ton. 

Talc:    BPC    sterilised    £585    metric    ton    in  50-kg 

£351  for  1,000  kg  lots. 

Tartaric  acid:  £1,370  per  metric  ton. 

Theobromine:  Alkaloid  £6.90  kg  for  500-kg  lots. 

Theophylline:   Anhydrous  and   hydrous  £5.58   kg  in 

1 1 0  -  kg  lots;  ethylene  diamine  £5.91  kg. 

Zinc  acetate:  Pure  £1.26  kg  in  50-kg  lots. 

Zinc    carbonate:    Pharmaceutical    grade    £630  per 

metric  ton 


Crude  drugs 

Agar:  Spanish/Portuguese  £6.50  kg. 

Aloes:  Cape  £1,075  ton  spot;  £1,070,  cif,  Curacao 

nominally  £2,655,  cif,  no  spot. 

Balsams:  (kg)  Canada  £12.70  on  the  spot  ship- 
ment dearer  at  £12.40.  cif.  Copaiba  £3.15  spot 
£2.95,  cif.  Peru:  £9.65  spot;  £9.50,  cif.  Tolu: 
£6.10  spot. 

Belladonna:  (kg)  cif  herb  £1.40;  leaves  £2.1 1  i; 
root  no  offers. 

Camphor:  Natural  powder  unavailable  on  spot 
£6kg  cif  Synthetic  99%  £1.35  spot;  94%  £1.15; 
no  cif  offers  from  China. 

Cherry  bark:  Spot  £1,125  metric  ton;  shipment 
£1,020,  cif. 

Cochineal:  Tenerife  black  brilliant  spot  £17.25  kg. 
cif.  Peru  silver  grey  £14.80  spot;  £14.30,  cif. 
Ergot:  No  offers. 


Gentian  root:  £1,850  metric  ton  spot;  £1,780,  cif 
Ginger:  Cochin  £470  metric  ton  spot  shipment 
£430  cif.  Other  sources  not  quoted. 
Henbane:  Niger  £1,385  metric  ton  spot;  £1.345,  cif 
Honey:  (per  metric  ton  in  6-cwt  drums  ex  ware- 
house). Australian  light  and  medium  ambers  £665- 
£675;  Canadian  £800;  Mexican  £675;  Argentinian 
£790  (white). 

Hydrastis:  Spot  £29.95  kg;  no  cif. 

Ipecacuanha:    (kg).   Matto   Grosso  £16,10  kg;  cif, 

nominal. 

Jalap:  Mexican  15%  £2,430  metric  ton,  cif. 
Kola  nuts:  £475  metric  ton  spot;  £400,  cif. 
Lanolin:  BP  grade  £1  kg  in  1  metric  ton  lots. 
Lemon  peel:  Spot  £1,240  metric  ton;  £1,150,  cif. 
Liquorice    root:     Chinese    £565    metric    ton  spot; 
£535  cif.   Block  juice  £1.63  £2.20  kg  spot. 
Lobelia:      American      nominal.      European  £1,750 
metric  ton,  cif. 

Menthol:     (kg)     Brazilian    £6.05    spot;    £6.05,  cif. 
Chinese  £6.20  duly  paid  £5.65,  cif. 
Pepper:    (metric   ton)    Sarawak   black  £1,030  spot, 
£2,025,   cif;   white   £1,460  spot;   £2,900,  cif. 
Quillaia:  Spot  £905  metric  ton;  £725,  cif. 
Rhubarb:  Chinese  rounds  60  per  cent  pinky  £3.30 
kg.  spot;  £3,  cif. 

Saffron:  Mancha  superior  £740  kg  spot;  Rio  £785. 
Sarsaparilla:  Jamaican  £1,925  metric  ton  spot, 
£1,850,  cif. 

Seeds:  (metric  ton.  cif)  Anise:  China  £815  for 
shipment.  Celery:  Indian  £445.  Coriander:  Moroc- 
can £210.  Cumin:  Indian  £780.  Iranian  £825  Fen- 
nel: Indian  £440.  Fendgreek:  Moroccan  £310 
Indian  £240. 

Senna  (kg)  spot  Alexandria  pods  hand-picked  from 
£2  upwards;  manufacturing  £0.55.  Tinnevelly  faq 
leaves  £0.46;  pods,  faq  £0.46;  hand-picked  £0.55, 
Senega:  Canadian  £10.20  kg  spot;  £8.55,  cif. 
Squill:  Indian  white  £340  metric  ton.  cif. 
Turmeric:  Madras  finger  £650  metric  ton  spot; 
£500.  cif. 

Valerian:  Dutch  £1,885  metric  ton  spot;  £1,810,  cif 
Indian  £1,215  spot;  £1,185,  cif. 

Witchhazel  leaves:  £2.20  kg  spot;  £1.95,  cif; 
liquid    £0.47  kg. 


Essential  and  expressed  oils 

Anise:  (kg)  Spot  £13.50:  shipment  £12.75,  cif. 
Bois  de  rose:  Spot  £7  kg;  shipment  £7,  cif. 
Cinnamon:    Ceylon    leaf   £2.45    kg    spot;    and  cif. 
bark.  English-distilled  £155. 
Citronella:  Ceylon  £3.50  kg  spot;  £3.20,  cif. 
Chinese  £4.10  kg  spot;  £3.95,  cif. 
Patchouli:  Chinese  £17  kg  spot  and  cif. 
Peppermint:  (kg)  Arvensis — Brazilian  £4.50  spot; 
£4.30   cif.    Chinese   £3.30   spot   and    cif.  Piperata- 
American  from  £14.25  spot;   £13.75,  cif. 
Spearmint:    Chinese    £10.35    kg    spot;    £9.60,  cif. 
American  Natural  £11  spot. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  do  not  include 
value  added  tax.  They  represent  the  last  quoted  or 
accepted  prices  as  we  go  to  press. 


Personal  health  sundries  from  Saffron 


Higginson's 
ENEMA  (NHS) 

All-plastic 
with  one-piece 
bulb  and  tubing 
Rectal  and 
vaginal  pipes 
and  shield. 
Rec.w/s 
price  £2-18 


WHIRLING 
SPRAY 

Standard  pattern. 
2-piece  pipe  and 
Vonda  ring. 
Rec.w/s 
price  £4,04 


All  goods 
supplied  in 
2-  colour 
printed  carton. 


Saffron  pattern 
BREAST  RELIEVER 
(NHS) 

New  shape  for  greater 
comfort  and  ease  of  use. 
Gentle  action  PVC  bulb. 
Rec.w/s  price  £1-63 

Saffron  pattern 
VAGINAL  SYRINGE 

One-piece  pipe  and  Vonda 
ring.  Easier  to  use. 
A  quality  product  at 
a  lower  price. 
Rec.w/s  price  £1*55 


Ask  your  usual  wholesaler 
about  the  complete  range 
of  Saffron  products. 


Saffron 

Specialised  plastics 

5  Rowlands  Road  Worthing 

West  Sussex  BN11  3JJ 

Telephone  Worthing 

(STD  0903)  34034  SM6 


iAtefplciAM 
_ /y/temoU-. 


PLASTIC  MEDICINE  SPOON 


5  ml  dose 


Immediate  Delivery;    Low  Prices;    High  Quality. 
Heavy   investment    in   high  volume   capacity  equipment 
enables  us  to  sell  at  low  prices  and  offer  off-the-shelf 
delivery.  Spoons  are  made  to  official  B.S.S.  No.  3221/4. 

ASHW00D  TIMBER  &  PLASTICS  LIMITED. 


continental  style  shopfittings  designed  for  todays  Pharmacy 
plus  full  service  —  complete  installations 
olney  bros  lid   jado  house,  northbridge  road, 
berkhamsted,  herts  hp4  leg 
«Jor     free  colour  brochure  04427-5417/9 
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Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 

25  New  Street  Square,  London  EC4A  3JA 

Telephone  01-353  3212 

Publication  date  Every  Saturday 

Headings  All  advertisements  appear  under  appropriate 

headings. 

Copy  date  12  noon  Tuesday  prior  to  publication  date. 
Advertisements  should  be  prepaid. 


Circulation  ABC  July/December  1978.  17,737. 
Display/Semi  Display  £5.00  per  single  column 
centimetre,  min  25mm.  Column  width  44mm. 
Whole  Page  £450  (275mm  x  1 86mm). 
Half  Page  £250  (135mm  x  91  mm). 
Quarter  Page  £130  (1 35mm  x  91  mm). 
Lineage  minimum  charge  £5.00  for  20  words, 
25p  per  word  extra. 
Box  Numbers  £0.60  extra. 

Series  Discounts  5%  on  3  insertions  or  over.  10%  on 
7  insertions  or  over.  15%  on  13  insertions  or  over. 


STOCKS  FOR  SALE 


STOCKS  WANTED 


AFRO'  PRODUCTS 

English,  American  and  Caribbean  products.  We  offer  a  unique  ser- 
vice, to  the  retailer,  in  most  popular  brands  of  hair  and  skin  cosmetics. 
Johnson's.  Palmer's.  St.  Clare's.  Dax.  La  India,  etc  ,  etc 

ZEBBRA  WHOLESALERS, 
127  Stoke  Newington  High  St., 
London,  N16. 

Phone  01-249  3161,  ext.  4/5. 


RUMABRACE  SOLID  COPPER 
BRACELETS  (in  2  sizes)  R.R.P.  E1.75. 
£10.50  per  doz.  inc.  VAT.  Post  Free. 
Cheque  with  order.  Gardiner  &  Lacey, 
Chemists,  13,  St.  Giles  St.,  Norwich. 
Phone  21117. 

ONE-SIZE  TIGHTS  from  £2.30  doz. 
plus  VAT.  Min.  order  6  doz.  overall 
CWO.  Carriage  free.  Full  range  Price 
List.  E  &  R  Kaye,  3  South  Place,  London 
EC2. 

JEWELLERY.  Sterling  silver  and  9ct 
gold.  A  wide  range  of  ear-rings,  rings, 
bracelets,  chains  etc,  brought  to  your 
door  at  best  cash  prices.  Write  Lloyd 
Cole,  37  College  Avenue,  Maidenhead. 

SINGLE  EDGE  BLADES.  20  pkts  of  5 
on  showcard,  £3.25  inc  VAT.  Packs  of 
100  S.E.  blades  in  carton.  £3.25  inc. 
Cheque  with  order  please.  Maxwell 
Gordon,  2b  Cricklewood  Lane,  London 
NW2  1  EX. 


COPPER  TRADING  COMPANY. 

Direct  from  the  manufacturer,  Copper 
Bangles  at  only  £65  per  hundred. 
Copper  Trading  Company,  35  High 
Street,  Banstead,  Surrey.  Tel.  Burgh 
Heath  (25)  59658. 


SINGLE  EDGE  BLADES.  Stainless 
steel  blades  20  packets  of  5  or  cartons 
of  100  £3.95  inclusive  cheque  with 
order  please.  Rolenworth  Limited,  1/3 
Greys  Road,  Henley-on-Thames, 
Oxon. 


DISCREET  INVESTMENT.  Put  your 
spare  cash  into  valuable  stamps  for 
maximum  growth.  Pharmacist  offers 
colleague's  expert  service  in  strictest 
confidence  with  buy-back  guarantee. 
Details  without  obligation.  Box  No. 
2654. 


WINE  MAKING  AND  BEER  MAKING 
SUPPLIES  AND  EQUIPMENT 

WEST  COUNTRY  WINES 

*•  Exclusive  brands  for  chemists 

*  Weekly  or  two  weekly  van  delivery  service  where  possible 
■j  All  items  pre-priced 

*  Discount  scheme  for  customers 

*  Free  merchandizing  service  for  new  stockists 

★  Wide  range  of  nationally  advertised  products  and  own  brand 
items 

We  welcome  inquiries  from  any  part  of  the  U.K. 

Write  now  to 
WEST  COUNTRY  WINES  ORDER  OFFICE 
THE  WINERY  MONMOUTH  STREET 
BRIDGWATER,  SOMERSET 
OR  TELEPHONE  BRIDGWATER  57968/9 


WHOLESALE  SUPPLIERS 


Cosmetics  and 
f£m  Perfumes 


We  are  buyers  and  wholesale  suppliers  of  branded  and  unbranded 
cosmetics  and  perfumes,  selling  direct  to  chemists,  drug  stores, 
supermarkets  and  chain  stores.  Also  restricted  outlet  supplies  to 
factory  agents,  etc.  Export  and  wholesale  enquiries  invited. 
Price  lists  are  available  on  request.  Personal  callers  welcome. 
Open  Mon.  to  Fri.  9.30  am  to  5.30  pm.  Sundays  10  am  to  2  pm. 
For  details  call  or  write:  FGM  Cosmetics,  116  Cheetham  Hill 
Road,  Manchester,  M4  4FG.  Telephone  061-833  9652. 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 

trade  for  manufacturers'  clearing 

lines,  and  retailers'  stocks. 

8  Northburgh  Street,  London 

EC1V  0BA.  Tel:  01-253  1184/5. 

Telegrams:   "Salvall",  London 

E.C.1. 


WE  PURCHASE 
SHOP  STOCKS  AND 
MANUFACTURERS  SURPLUS 

Please  telephone  or  write: 
LAWRENCE  EDWARDS 
AND  CO.  LTD., 
Wellington  Close, 
London  W11  2  AN. 
Tel:  01-727  3137-8 


EMMERS0NS 

Cash  buyer  of  stocks  lots 
—  discontinued  —  manufacturers 
clearing  lines  and  retailers  stock. 

Contact  Emmersons  Limited, 
58  Plsgah  Street, 
Kenflg  Hill,  South  Wales. 
Tel:  (0656)  740362. 
Telex:  898203. 


PHARMACEUTICAL  ANTIQUES. 

Drug  runs,  shop  interiors,  bottles, 
etc.,  urgently  wanted.  Kindly  contact 
Robin  Wheeler  Antiques,  Parklands 
Park  Road,  Ashtead,  Surrey.  Tele- 
phone: Ashtead  72319.  Buyer  col- 
lects. 

WANTED:  NEWMAN  CAP  TIGHT- 
ENING Machine  or  similar.  Paul  Hoskin 
Ltd,  New  Orchard  Lane,  Thurcroft  nr 
Rotherham  S66  9AD.  Wickersley  477. 


SH0PFITTING 


SH0PKIT 


The  world's  first  D.I.Y.  shop- 
fitting  system  can  save  you  as 
much  as  £1 ,500  on  an  average 
refit.  Illustrated  leaflets  sent  by 
return  of  post. 

SHOPKIT 
50  Ivatt  Way, 
Peterborough  PE3  7PN 
or  telephone 
Peterborough  0733  265263 
(24  hour  cheap  service) 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds.  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote.  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases. Early  delivery  direct  from  mak- 
ers. THIRSK  SHOPFITTINGS,  741- 
743  Garrett  Lane,  London  SW17  0PD. 
Tel:  01-946  2291. 

SPECIALIST  SHOPFITTING  SER- 
VICES. Free  Planning,  Competitive 
Prices.  Phone  061-445  3506.  H.  A. 
Peyser,  20  Fairfax  Avenue,  Didsbury, 
Manchester  M20  0AJ. 


i/y/tcm80 


Modular  units  with  complete 
shopfitting  services.  NPU-NPA 
recommended  (for  15  years). 
Coloured  brochure-from: 
Olney  Brothers  Ltd., 
Northbridge  Road,  Berkhamsted, 
Herts.  HP4  1EG.  Tel:  5417/9 


AGENTS 


Classified 
Headings 

Situations  Vacant 
Hospital  Appointments 
Trade  Services 
Business  Opportunities 
Wanted 
For  Sale 

Chemist  &  Druggist  gets 
results.  Put  it  to  the  test  by 
posting  us  your  next 
advertisement  or  by  tele- 
phoning us  on:  01-353 
3212  Extension  116. 


ESTABLISHED  AGENTS  visiting 
chemists,  stores  and  wholesalers  in 
most  areas  (except  London).  Required 
for  old  established  range  of  cosmetics 
and  perfumes.  Phone  01-286  7509. 


TRADE  SERVICES 


International  Trade  Mark  Agents 

Established  1887 
52-54  Featherstone  Street 

London  EC1Y  8 ST 
Telephone  01-253  6184 
Telex  299638  March  G 
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COLOSTOMY,  ILEOSTOMY,  UROS- 
TOMY appliances/accessories.  Com- 
plete range.  Immediate  delivery.  Gram- 
pian Medical  Supplies,  29-33  Skene 
Square,  Aberdeen.  Tel:  0224  631307. 

AUTHORS,  get  your  book  published, 
Details  New  Horizon  CD.  5  Victoria 
Drive,  Bognor  Regis. 
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SITUATIONS  VACANT 


BUSINESSES  FOR  SALE 


An  Unusual  Opportunity 

SALES  MANAGER 

CPM  are  a  well-established  and  fast 
growing  promotional  sales  and 
merchandising  company,  and  we  need 
a  top-flight  Sales  Manager. 
The  principal  responsibility  will  be  to 
head  up  a  new  sales  division  servicing 
chemist  outlets  on  behalf  of  leading 
FMCG  manufacturers.  There  will  also 
be  close  involvement  in  other  aspects  of 
CPM's  promotional  work. 
The  person  we  are  looking  for  will  have 
a  proven  sales  and  field  management 
record,  and  will  be  totally  familiar  with 
all  aspects  of  the  chemist  trade  —  retail 
and  wholesale  —  and  will  be  ideally 
aged  24-30. 

Join  a  young  and  vigorous  team  based  at 
CPM's  head  office  in  Thame, 
Oxfordshire.  Salary  negotiable  but  not 
less  than  £6,000  p.a.  Company  car  and 
fringe  benefits. 

Write  with  full  curriculum  vitae  to 
J.  A.  Addison 

Deputy  Managing  Director 


Counter  Products  Marketing  Ltd 
17  Thame  Park  Road  Thame,  Oxon 


XI  —  BRISTOL  —  Well  sighted 
business  in  new  housing  estate. 
Well  placed  for  doctors.  Turn- 
over over  £170,000  per  annum. 
Excellent  premises  on  lease.  Cap- 
ital required,  approx.  £52,500. 


X2  —  NORTH  COUNTRY 
beauty  spot — retirement  vac- 
ancy, turnover  approximately 
£51.000,  freehold  property  with 
spacious  living  accommodation 
for  sale  at  £18,000.  Stock 
approximately  £4,500.  Suit  semi 
retirement. 


X3— MANCHESTER— Offers 
invited  for  leasehold  property 
and  chemist  shop  in  North  Man- 
chester, Turnover  excess 
£150,000  with  excellent  pros- 
pects, freehold  property  valued 
£20,000,  stock  approximately 
£15,000. 

X4  —  LANCASHIRE  —  Drug 
store  for  sale.  Turnover,  1979, 
over  £30,000  per  annum.  Should 
run  well  as  pharmacy.  Living 
accommodation  includes  two 
bedrooms,  bathroom  and  living 
room.  Price  £4,000  for  goodwill 
and  fixtures  and  stock  £5,000  at 
valuation. 


Having  sold  a  record  number  of  businesses  during  the  last 
year,  we  declare  that  the  demand  for  good  sound  businesses 
is  at  present  in  excess  of  supply  in  all  areas  of  the  country. 

Vendors  contemplating  selling  their  business  can  be 
assured  of  expert  and  conscientious  attention  to  their  inter- 
est. 

We  act  only  for  vendors. 


Ernest  J/George 

>TJ  &  CO 

.'ffi    GARDALE  HOUSE.  122  GATLEY  ROAD.  GATLEY.  CHEADLE, 
CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 


LOCUM  PHARMACISTS 

We  maintain  a  register  of  Pharmacists  in  England  and  Wales  looking  tor  locum  posts 
When  you  next  require  a  Pharmacist  let  us  know,  we  can  help. 

Management  and  Personnel  Services 
3  Grove  Place,  Bedford 
Tel:  Bedford  (0234)  40400 


SITUATIONS  VACANT 


REPRESENTATIVES 


required  for  well  known  Impor- 
ters and  Wholesalers  of  Fash- 
ion Jewellery  for  various  areas. 
High  Rate  of  Commission. 
Trade  ref.  essential. 

Apply  to: 
Jodez  (Manchester)  Ltd., 
34,  Shudehill, 
Manchester  M4  1 EY. 


Please  address  replies  to: 

BOX  No  


Chemist  &  Druggist 
Benn  Publications  Ltd. 
25  New  Street  Square, 
London  EC4A  3JA 


BUSINESS  OPPS. 


ATTENTION 

The  Netherlands  and  all  other 
overseas  friends. 
British  pharmaceutical 
wholesaler  able  to  supply  the 
right  goods  at  the  right  price. 
Please  reply  to 
BOX  NO.  2661. 


BUSINESS  WANTED 


WANTED.  Chemist  shops  in  London 
area.  In  good  positions.  Send  details  of 
turnover.  Quick  reply  given.  Box  No 
2662. 


SMALL  SHELL  or  NON-ACTIVE 

pharmaceutical  limited  company  with 
revival  and  exports  potential.  Preferably 
with  a  few  registered  proprietaries.  Out- 
right purchase,  consultancy  retainer  or 
royalties  by  arrangement.  Box  No. 
2660. 


French  Industrial 

Group 
seeks  UK  partner 


Large  independent  French  Industrial  Group 
involved  in  the  manufacture  of  ethical  and 
non-ethical  pharmaceutical  lines,  babycare  range 
and  beauty  care  products,  seeks  a  U.K.  partner  to 

handle  the  import  and  distribution  of  finished 
products — branded  and  own  label. 


Enquiries  to: 
M.  Daniel  Coevoet, 
Export  Director, 

Laboratories  MONOT  B.P.7, 
21800  Quetigny  Les  Dijon, 
FRANCE. 
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Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 
25  New  Street  Square,  London  EC4A  3JA 
Telephone  01-353  3212 

Copy  date  12  noon  Tuesday  prior  to  publication  date 


ORDER  FORM 

Please  insert  as  below  our  advertisement  under  the  heading 


Please  invoice  - 
PLEASE  PRINT 


insertions 


Name 


Address 


Date 


Phone   

Display/Semi  Display  £5.00  per 
single  column  centimetre,  min 
25mm.  Column  width  44mm 

Whole  Page  £450  (275mm  x 

86mm) 

Half  Page  £250  (1 35mm  x  1 86mm) 


 Signed  

Quarter  Page  £130  (135mm  x 
91mm) 

Lineage  Minimum  charge  £5  for  20 
words,  25p  per  word  extra 
Series  Discounts  5%  on  3  inser- 
tions or  over.  1 0%  on  7  insertions  or 
over.  15%  on  13  insertions  or  over 


L—  -  — 

Typesetting  and  graphics  by  Tottenham  Typesetters  Ltd.,  London  N15.  Printed  by  Riverside  Press  Ltd.,  Whitstable,  Kent.  Published  by  BENN  PUBLICATIONS  LTD  ,  25  New  Street  Square,  London 
EC4A  3JA.  Registered  at  the  Post  Office  as  a  Newspaper  12/8/8S. 


PROFIT 
FROM 
PORTIA 

A  CENTURY  OF  SERVICE 

HOLDALLS  &  SPONGE  BAGS  ,  | 

NERISSA'  POWDER  PUFFS 
WATERSPRITE'  FACE  CLOTHS 
BATH  HATS  &  LOOFAH  GLOVES 
MANICURE  REQUISITES 
EASIFIX'  FINGER  STALLS 
MEDICAL  GLASSWARE 
'  JUSTSO'  WRIST  STRAPS 

SEE  OUR  SKIN  PACKED  RANGE 

ASK  FOR  FULL  LISTS 

PORTIA 

V   J 

Manufactured  by  SOLPORT  BROS.  LTD. 
Goring-by-Sea,  Worthing,  Sussex,  England. 
Tel:  Worthing  (0903)  44861 .  Telex  87109. 


Tubifoam-opening  up  an 

important  area  of  the  health 
care  market. 


A  unique  concept  in  low  cost  protection  for  fingers 
and  toes,  Tubifoam  offers  additional  profit  opportunities 
in  the  expanding  home  health  care  market. 

Made  from  tubes  of  soft,  flesh-coloured  foam,  lined 
with  stockinette  for  extra  comfort,  Tubifoam  is  easy  to 
apply  and  needs  no  tying  or  taping.  It  is  available  in  an 
eye-catching  family  pack  containing  three  lengths,  each  of 
different  diameter,  which  can  be  cut  to  the  shape  and  size 
required.  Tubifoam  packs  are  boxed  in  12's,  with  each 
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Extensive  national  advertising  support 

The  introduction  of  Tubifoam  will  be  supported  by  a 
£25,000  national  advertising  campaign  in  daily  and 
Sunday  newspapers  and  mass  circulation  women's 
magazines  during  November.  21  million  potential 
customers  will  see  these  advertisements. 

They  will  soon  be  asking  for  Tubifoam  -  make  sure 
you  have  some  on  display. 

To  become  a  Tubifoam  stockist,  contact  either  your 
Jackel  International  (UK)  salesman  or  your  usual 
wholesaler 

Seton® 

tubifoam 

for  blisters,  bruises.callouses  and  corns. 

Tubiton  House,  Medlock  Street,  Oldham  OL1 3HS 
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10  Mouchoirs 

Zakdoekjes 

Taschentucher 

Fazzoletti 

Hankies 


Small  pack. 
Small  shelf  space. 
Small  price. 
,  We  think 
they're  going  to 
be  very  big. 

New  Domex  from  Modo  are 
ten  generous  4-ply  paper  tissues  in 
a  handy  pocket-size  pack. 

But  Domex  can  grow  as  large 
as  you  want -from  Multi-packs  of  6, 
with  40  to  a  case,  up  to  Cash  and 
Carry  size  packs  of  18,  with  16  to 
a  case. 

Spend  a  little  time  with  your 
Modo  representative  and  find  out 
all  about  Domex.  The  chances  you 
won't  order  are  extremely  small. 

MoDo 

Modo  Consumer  Products  Ltd.,  Modo  House, 
Chichester  Street,  Chester.  0244  373  661. 
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C  D  SUPPLEMENT 

Babycare 

6  OCTOBER  1979 
3  The  fight  against  rubella 


Bottle  feeding  takes  a  tu 
for  the  better. 

At  some  time  or  other  every  mum  has  wished  for  a  method 
of  controlling  the  flow  of  bottle  feeding. 

Now  Griptight  have  developed  a  simple  and  ingenious  way 
of  satisfying  babies  ever  changing  appetites  and  feeding 
requirefnents.  _  . 

It's  done  with  a  special  Variflo  teat.  This  has  an  oval  hole  so 
that  when  the  bottle  is  rotated  through  90°  the  flow  can  be 
regulated. 

And  Griptight's  understanding  of  babies  feeding  doesn't 
stop  there. 

The  range  of  teats  from  Newborn  through  Fref  lo  and 
Variflo  develops  through  all  stages  of  feeding. 

Used  with  hygienic  Freflo  polycarbonate  bottles,  feeding 
becomes  more  satisfying  and  enjoyable. 

We're  getting  the  message  over  to  more  mums  than  ever 
before  with  full  pages  in  all  the  mother  and  baby  magazines. 

So  stock  early,  your  sales  are  bound  to  take  a  turn  for  the 


better  too. 


by  Griptight  fref 
Little  things  mean  a  lot. 

Lewis  Woolf  Griptight  Ltd.,  144  Oakfield  Road,  Birmingham  B29  7EE.  Tel:  021  -472  4211. 


THE  FIGHT 

AGAINST 
RUBELLA 


This  spring  the  Department  of  Health  reinforced  its  campaign  against  congenital 
rubella.  The  aim  was  to  encourage  vaccination  uptake  in  schoolgirls  and 
to  increase  facilities  for  women  of  childbearing  age  to  be  screened  and  vaccinated. 
In  this  article  Pam  Littler,  BSc,  MPS,  UK  scientific  services  department.  Wellcome 
Foundation  Ltd,  gives  the  background  to,  and  the  case  for  vaccination  against  rubella. 


In  1940,  following  a  rubella  epidemic  in 
Australia,  Sir  Norman  Gregg  first 
recognised  the  teratogenic  properties  of 
rubella  virus  mainly  as  cataracts  and 
cardiac  defects.  Since  then  the  full 
teratogenic  profile  of  the  rubella  virus 
has  emerged  and  is  known  to  include 
effects  on  virtually  every  tissue  and  organ 
of  the  body. 

These  comprise  various  types  of  eye 
defects;  malformations  of  heart  and 
blood  vessels;  ear  and  central  nervous 
system  defects  such  as  autism,  microcep- 
haly and  mental  retardation;  visceral  and 
haematological  effects  like  hepatitis, 
jaundice  and  thrombocytopenic  purpura; 
and  general  and  miscellaneous  effects 
like  low  birth  weight,  chronic  rubella 
rash,  diabetes  mellitus  and  hypogamma- 
globulinaemia.  The  list  is  long  and  many 
children  are  born  with  multiple  defects. 
The  only  defect  which  occurs  alone  with 
any  frequency  is  perceptive  or  sensori- 
neural deafness. 

Distribution 

Rubella  has  a  worldwide  distribution. 
In  temperate  climates  it  is  less  common 
in  children  under  school  age;  the  major 
incidence  of  the  disease  being  between 
the  ages  of  5  and  12  years.  By  early  adult 
life  at  least  80  per  cent  of  the  popula- 
tion has  serological  evidence  of  infection. 
The  course  of  post  natal  infection  is 
usually  mild,  with  the  most  frequent 
complication  being  transient  arthralgia  in 
adult  females. 

The  risk  to  the  foetus  from  maternal 
rubella  is  determined  by  both  the 
immune  status  of  the  mother  and  the 
gestational  age  at  which  exposure  to 
rubella  occurred.  Congenital  rubella  is 
generally  thought  only  to  follow  primary 
maternal  rubella  but  a  few  cases  have 
been  documented  following  re-infection. 
The  foetus  is  susceptible  even  if  the 
disease  is  subclinical,  as  is  frequently  the 
case,  because  the  pattern  of  viraemia  is 
the  same  as  in  an  apparent  infection. 

Infection  of  the  foetus  follows  quite  a 
different  pattern  from  postnatally 
acquired  infection.  The  virus  is  not 
eliminated  and  the  foetus  becomes  chro- 
nically infected.  Even  after  birth  many 


infants  excrete  virus  from  the  nasopha- 
rynx and  urine  for  several  months.  This 
state  of  chronic  infection  is  not  due  to 
lack  of  antibody  because  rubella  specific 
IgM  can  be  detected  at  birth  and  for 
three  or  four  months  afterwards.  Pre- 
sence of  IgM  at  this  time  is  a  reliable 
indicator  of  prenatal  infection.  Rubella 
specific  IgG  is  also  detected. 

If  IgG  is  still  detected  after  the  age  of 
6  months,  when  maternal  antibody  has 
been  destroyed,  it  will  be  endogenous 
and  consistent  with  prenatal  infection 
since  children  are  infrequently  infected 
with  rubella  under  the  age  of  3  years. 
Failure  of  the  infant  to  eliminate  the 
virus  after  congenital  infection  could 
be  due  to  defective  cell  mediated 
immunity. 

Risk  of  defects 

Although  the  incidence  of  foetal 
infection  may  be  as  high  as  100  per  cent 
following  maternal  rubella  in  the  first 
few  months,  the  incidence  of  defects  is 
lower  because  not  all  infections  result  in 
damage  to  the  foetus.  It  is  difficult  to  give 
precise  figures,  but  the  risks  of  defects 
are  approximately  as  follows:  for 
infection  in  the  first  8  weeks — 40  per  cent 
to  60  per  cent;  in  the  3rd  month — 
30  per  cent  to  35  per  cent;  approximately 
10  per  cent  for  the  fourth  month  and  a 
similar  risk  up  to  20  weeks  gestation. 
The  incidence  of  multiple  defects  is 
highest  following  first  trimester  exposure, 
while  deafness  is  more  likely  to  result 
from  second  trimester  exposure.  Deaf- 
ness is  one  of  the  clinical  features  which 
is  not  apparent  in  early  infancy,  and  it 
is  now  known  that  intra-uterine  rubella 
is  a  more  important  cause  of  congenital 
deafness  than  was  previously  thought. 

Apart  from  the  children  who  survive 
with  congenital  rubella  there  is  an 
increase  in  foetal  death  from  intra-uterine 
infection  and  there  is  an  increased  risk 
of  death  in  infancy.  However,  the  impact 
of  congenital  rubella  must  be  judged  in 
terms  of  morbidity  rather  than  mortality. 
It  is  the  survivors,  many  of  whom  are 
severely  handicapped  and  educationally 
subnormal,  that  present  the  social  and 
economic  problems. 


IF  THIS  IS  YOU... 


/ii range  tor German  measles 
vaccination  now 


Before  the  development  of  rubella 
vaccines  the  problem  could  only  be 
approached  by  the  use  of  immunoglo- 
bulin, the  benefits  of  which  are  uncertain, 
or  by  recommending  termination  of 
pregnancy.  With  the  advent  of  rubella 
vaccines  the  Department  of  Health 
started  a  rubella  vaccination  campaign  in 
1970.  The  aim  was  to  reduce  the  number 
of  cases  of  congenital  rubella  by  selective 
vaccination  of  certain  groups  of  females. 

Surveillance  programme 

In  1971  the  National  Congenital 
Rubella  Surveillance  Programme  was  set 
up  to  monitor  the  number  of  cases  of 
congenital  rubella  which  occurred  annu- 
ally and  thereby  assess  the  effectiveness 
of  the  vaccination  policy.  Since  1971 
about  82  cases  per  year  have  been 
identified  but  the  total  incidence  may 
possibly  be  higher. 

The  campaign's  initial  target  was 
schoolgirls  between  their  11th  and  14th 
birthdays,  but  the  net  has  been  widened 
to  include  groups  of  adult  women  such 
as  nurses,  school-teachers,  women  attend- 
ing regularly  for  family  planning  advice, 
and  post-partum  females.  Little  reduc- 
tion was  expected  in  the  number  of  cases 
of  congenital  rubella  in  the  early  years 
of  the  campaign,  in  fact,  not  until  the 
cohorts  of  schoolgirls  vaccinated  in  1970 
were  well  into  their  childbearing  years. 
No  attempt  is  made  to  "weed  out"  sus- 
ceptibles  at  the  stage  of  schoolgirl 
vaccination.  Indeed,  the  majority  will  be 
seropositive,  but  all  are  vaccinated. 

The  situation  is  quite  different  when 
vaccination  of  adult  women  is  considered. 
An  antibody  test  is  performed  so  that 
only  seronegative  women  are  vaccinated. 
This  is  done  to-  avoid  unnecessary  vacci- 
nation because  the  vaccine  is  itself 
potentially  teratogenic.  Viruses  have 
been  isolated  in  abortion  material  from 
women  inadvertently  vaccinated  during 
pregnancy.  Even  though  vaccine  virus 
induced  congenital  malformations  have 
not  been  described,  rubella  vaccines 
should  not  be  administered  to  anyone 


Continued  on  p4 
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RUBELLA 


Rubella  vaccine  production.  Above: 
Examination  of  an  intermediate  passage 
rolled  culture.  Below:  Introduction  of  seed 
virus  to  production  cultures 


Continued  from  p3 

who  is  pregnant.  In  addition,  the  vac- 
cinated patient  must  be  aware  of  the 
need  to  avoid  pregnancy  for  at  least  two 
months  following  vaccination.  Post-par- 
tum  vaccination  is  advised  'because 
pregnancy  is  less  likely  at  this  time  and  it 
is  convenient  to  have  screened  for  anti- 
bodies antenatally  and  vaccinate  im- 
mediately after  delivery. 

The  major  disadvantage  of  post-partum 
vaccination  is  that  the  first  pregnancy  is 
unprotected.  Indeed,  between  1971-1975, 
41  per  cent  of  children  with  congenital 
rubella  were  first  born.  Although  an  anti- 
body test  is  performed  before  vaccination 
it  is  not  routine  to  check  for  seroconver- 
sion except  in  women  who  receive  anti- 
immunoglobulin about  the  time  of  vac- 
cination. Anti-D  will  contain  varying 
amounts  of  rubella  antibody  depending 
on  the  source.  Some  studies  have  been 
unable  to  show  that  simultaneous  anti-D 
reduced  the  immune  response  to  rubella 
vaccine.  However,  whether  this  is  always 
the  case  remains  unsolved.  The  rubella 
antibody  test  used  routinely  by  the 
Public  Health  Laboratory  Service  is  the 
haemagglutination  inhibition  test.  The 
antibodies  measured  by  this  test  correlate 
fairly  well  with  immunity. 

Compared  with  the  British  policy  of 
selective  rubella  vaccination,  which  was 
designed  to  have  long-term  benefits,  the 
American  policy  was  intended  to  have 
more  immediate  effects  on  the  numbers 
of  babies  born  with  congenital  rubella. 
Their  aim  was  to  control  the  circulation 
o'f  wild  virus  in  the  community  by  em- 
ploying wide-scale  vaccination  of  children 
of  both  sexes  combined  with  immunisa- 
tion of  adult  women.  This  schedule  has 


had  some  success  in  the  USA,  as  rubella 
epidemics  have  been  curbed  and  subse- 
quently there  has  been  a  decline  in  the 
notifications  of  congenital  rubella.  How- 
ever, because  asymptomatic  re- infection 
can  occur  it  appears  that  even  a  high  vac- 
cination uptake  will  not  result  in  a  herd 
immunity  which  prevents  the  spread  of 
the  disease.  In  the  UK  the  intention  is 
that  the  wild  virus  will  be  maintained  in 
the  community  so  that  most  women  will 
have  the  benefit  of  solid  immunity  con- 
ferred by  itJhe  disease. 

In  this  country  there  are  two  rubella 
vaccines  licensed  for  use,  the  cendehill 
strain  and  the  RA  27/3  strain.  Viral 
vaccines  have  different  properties,  in- 
fluenced by  factors  such  as  the  type  of 
cell  culture  used,  the  level  of  attenuation 
o'f  the  virus,  the  temperature  at  which 
it  is  grown  and  the  original  choice  of  wild 
virus  for  vaccine  manufacture. 

The  cendehill  strain  is  prepared  in 
two  types  of  primary  tissue.  It  is  pas- 
saged three  times  <in  monkey  kidney  cells 
followed  by  51  passages  in  rabbit  kidney 
cells.  RA  27/3  on  the  other  hand  was 
derived  from  virus  isolated  from  an 
aborted  foetus.  Virus-infected  fibroblasts 
from  a  kidney  explant  of  the  foetus  were 
subcultured  four  times.  The  virus  was 
then  harvested  from  the  supernatant 
fluid,  and  passaged  27  times  in  WI-38 
human  diploid  cells.  An  internationally 
defined  human  diploid  cell  like  WI-38  has 
certain  advantages  over  primary  tissue. 
It  is  a  standard  seed  cell  system  which 
has  been  in  use  for  many  years  and  has 
been  shown  to  be  free  of  detectable  in- 
fection and  oncogenic  contaminants. 

When  producing  a  live  viral  vaccine 


Left:  Withdrawal  of  an  ampoule  of  the  cell  bank  stored  in  liquid  nitrogen.  Right:  Harvesting  virus 
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it  is  important  to  harvest  the  virus  at  a 
suitable  passage  level  so  it  is  neither 
over  attenuated  nor  under-attenuated. 
The  balance  must  be  struck  between  a 
vaccine  which  elicits  an  adequate  anti- 
body response  combined  with  production 
of  minimum  side  effects.  RA  27/3  strain 
is  less  attenuated  than  the  cendehill. 

Mean  haemagglutination  inhibition 
(HAI)  antibody  titres  are  two  or  three 
times  higher  following  vaccination  with 
the  RA  27/3  strain  when  compared  to 
the  cendehill  strain.  RA  27/3  vaccine 
elicits  a  rapid  and  brisk  response  while 
cendehill  vaccinees  seem  to  acquire  maxi- 
mum titres  more  slowly.  After  one  or 
two  years  the  difference  in  mean  titres 
elicited  by  the  two  vaccines  is  not  so 
evident  as  immediately  after  vaccination. 

It  is  not  clear  how  much  the  slower 
response  by  cendehill  vaccine  is  due  to 
a  build-up  of  antibodies  provoked  by 
the  vaccine  or  the  greater  predisposition 
of  cendehill  vaccines  towards  re-infection 
by  wild  virus.  Subclinical  re-infection 
is  known  to  occur  in  about  3  per  cent  to 
10  per  cent  of  naturally  immune  indivi- 
duals. The  re-infection  rate  in  cendehill 
vaccinees  has  been  shown  to  be  a  lot 
higher  than  this,  while  in  RA  27/3  vac- 
cinees the  re-infection  rate  is  generally 
more  like  that  following  natural  infection 
As  well  as  inducing  higher  antibody 
titres,  RA  27/3  vaccine  includes  a  wider 
range  of  antibody  types  in  a  large  pro- 
portion of  vaccinated  subjects.  The 
quality  and  quantity  of  the  initial  res- 
ponse may  be  vitally  important  in 
determining  the  persistence  of  antibodies. 
Rubella  vaccines  have  not  been  available 
for  long  enough  to  evaluate  the  duration 


of  immunity  they  confer.  We  do  know 
that  immunity  is  maintained  in  most 
instances  for  six  to  seven  years  at  least. 

Side  effects  of  rubella  vaccination  occur 
only  in  a  small  percentage  of  vaccinees 
and  resemble  effects  of  the  disease  itself, 
such  as  lymphadenopathy,  rash,  malaise, 
mild  fever,  sore  throat  and  joint 
symptoms.  These  side  effects  are  usually 
mild  and  short-lived,  occurring  about  the 
ninth  day  after  vaccination. 

Although  rubella  vaccine  virus  is  ex- 
creted into  the  nasopharynx,  it  is  not 
known  to  be  transmissible  to  susceptible 
contacts.  The  odd  report  of  transmission 
has  been  reported  in  the  literature,  but 
in  these  cases  it  is  difficult  to  exclude 
intercurrent  wild  virus  infection. 

Now  that  safe  and  effective  rubella  vac- 
cines are  available  the  eradication  of 
congenital  rubella  can  be  energetically 
pursued  both  to  decrease  the  human 
suffering  it  brings  and  to  reduce  the 
economic  burden  of  caring  for  handi- 
capped children.  Apart  from  the  obvious 
benefits  resulting  from  a  successful  rubel- 
la vaccination  system,  there  will  be  fewer 
abortions  of  pregnant  women  suspected 
of  contracting  primary  infection. 

By  re-introducing  its  campaign  against 
congenital  rubella,  the  Department  of 
Health  aims  to  increase  schoolgirl  vac- 
cination uptake  and  follow  up  girls  aged 
16-20  who  left  school  without  being 
immunised.  Positive  steps  are  also  being 
taken  to  increase  facilities  for  adult 
women  of  child'bearing  age  to  be 
screened  and  vaccinated.  It  will  be 
interesting  to  see  if  the  campaign  pro- 
duces any  significant  increase  in  vaccina- 
tion statistics  during  the  next  year. 


Above:  Examination  of  high  passage  cell 
cultures  before  infection  with  virus. 
Below:  Transfer  of  production  cultures  to 
rolling  machine  in  the  incubator 


Left:  Vaccine  testing — production  of  a  karyotype.  Right:  Examining  an  early  passage  static  cell  culture 
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FOODS:  THE  GOOD 
NEWS  CONTINUES 


In  baby  foods,  the  good  news  for  phamacists  is  that  the  swing  back  to  chemists  as  a 
source  of  purchase  continues.  And,  for  manufacturers  as  well,  the  further  good  news 
is  that  the  birth  rate  is  still  rising.  Latest  statistics  for  England  and  Wales  for  the  35 
weeks  to  August  31  show  an  increase  of  9.4  per  cent  in  live  births  compared  with  the 
same  period  last  year;  in  Scotland  the  increase  was  6.7  per  cent.  Government  forecasts 
expect  this  growth  to  continue  into  the  1990s. 


Cow  &  Gate  Ltd  say  the  total  UK 
babyfeeding  market  was  worth  about 
£67  million  last  year  and  they  forecast 
a  growth  of  at  least  12  per  cent  in 
1979,  bringing  the  market  value  up  to 
£75m  at  rsp. 

They  add  that  the  value  of  babyfood 
sales  through  chemists  has  risen  well 
above  inflation,  not  just  because  of  price 
increases  but  because  of  a  swing  away 
from  grocers  as  a  sales  outlet  in  1979. 
However,  Cow  &  Gate  warn  that  chem- 
ists should  not  be  complacent;  in  every 
major  babyfood  area  pharmacies  are  not 
responding  quickly  enough  to  a  growing 
market. 

"Trade  stock  levels  are  too  low  to 
capitalise  on  the  growth,"  says  Mr  Peter 
Greensmith,  marketing  manager.  "It 
seems  that  after  many  years  of  decline 
the  chemist  trade  is  slow  to  realise  how 
dramatically  trends  have  changed." 

Growth  in  independents 

Independent  chemists'  share  in  1978 
was  26  per  cent,  valued  at  £17.6m,  and 
Cow  &  Gate  predict  an  annual  growth 
of  27  per  cent  bringing  the  sales  value 
through  independents  up  to  £22.4m  (30 
per  cent  share). 

The  company  claims  it  is  the  number 
one  babyfeeding  company  selling  through 
chemists  and  now  accounts  for  26  per 
cent  of  this  market,  the  main  areas  of 
growth  being  in  Premium  and  baby- 
meals. 

In  the  babymeals  sector,  the  race  is 
on  to  fill  the  gap  left  by  Gerber.  Cow 
&  Gate  are  specifically  aiming  for  the 
Gerber  share  by  increasing  support  for 
their  range  which  now  claims  23  per 
cent  volume  through  independents.  H. 
J.  Heinz  Co  still  claim  brand  leader- 
ship with  47  per  cent  of  the  total  chem- 
ist trade. 

Cow  &  Gate  say  that  meals  sales 
in  independents  have  shown  15.5  per 
cent  volume  growth  and  25  per  cent 
value  growth  since  January. 

Heinz  confirm  the  trend  to  pharma- 
cies and  say  that  chemists  as  a  whole 
now  account  for  62  per  cent  of  baby 
meal  sales.  These  outlets  are  increasing 
their  share  of  the  market  by  recognis- 
ing the  importance  of  attracting  "high- 
spending  mothers"  and  offering  a  com- 
prehensive range  to  cover  all  a  baby 
needs. 

Robinsons  say  consumer  research  in- 
dicates that  dry  baby  food  is  considered 
the  "modern"  way  to  feed  a  baby,  and 


their  ex-factory  sales  are  20  per  cent  up 
in  volume  this  year  compared  with  1978. 

Milupa  say  they  have  been  particu- 
larly successful  at  filling  part  of  the 
market  made  available  by  Gerber's  with- 
drawal, with  the  new  savoury  range  be- 
ing an  "outstanding  success." 

Babymilks 

The  babymilks  market  is  estimated  to 
be  worth  about  £30m.  Farley  Health 
Products  believe  this  sector  will  remain 
fairly  stable  in  volume  terms  because 
the  trend  towards  breast  feading  is 
tending  to  offset  the  increase  in  births. 

Cow  &  Gate  also  foresee  a  small 
growth  in  breast  feeding;  at  present  55 


Evenflo's  novelty  bottles  featuring  Pebbles, 
Owl  and  Fred  Flintstone 


per  cent  of  babies  are  breast  fed  at  birth 
but  after  two  months  only  about  one 
fifth  of  mothers  are  still  breast  feeding. 
According  to  this  company  milk  sales 
over  the  past  12  months  have  grown  by 
19  per  cent  in  volume  and  30  per  cent 
in  value  through  independents. 

Estimates  of  the  rusk  market  vary 
between  £5-6|m.  Farley,  who  enjoy 
brand  leadership  in  this  area,  expect 
sales  to  increase  in  the  coming  months. 
Marketing  services  manager  Mr  Tony 
Reynolds  says,  "We  have  always  seen 
a  close  correlation  between  sales  of 
Farley's  rusks  and  the  birth  rate." 

Cow  &  Gate  say  volume  sales  of  rusks 
via  independents  increased  by  7  per  cent 
over  the  past*  12  months. 

Milupa,  whose  business  is  95  per  cent 
with  chemists,  believe  that  their  recent 
introduction  of  a  granulated  rusk  will 
help  reclaim  for  chemists  some  of  the 
60  per  cent  of  rusk  sales  which  currently 


go  through  grocers.  Virol  also  recently 
launched  nationally  their  malt  rusks  for 
which,  they  say,  they  have  no  plans  for 
grocery  distribution. 

In  powdered  cereals,  Farley  expect 
little  growth  in  the  £2m  market.  Their 
range  has  about  one  third  of  the  total 
market.  Robinson's  claim  their  cereals 
are  having  an  excellent  year  with  sales 
up  10  per  cent  giving  them  brand 
leadership  with  a  40  per  cent  share. 

Syrups 

Syrups,  according  to  Cow  &  Gate,  are 
a  "small  dynamic  market"  achieving  a 
growth  of  over  20  per  cent  in  the  past 
12  months  with  sterling  value  already  30 
per  cent  up  in  the  first  six  months  of 
1979.  The  company  has  rationalised  its 
range  and  is  concentrating  on  orange  and 
blackcurrant. 

Optrex  estimate  that  the  baby  fruit 
juices  market  is  worth  about  £4im  with 
some  70  per  cent  accounted  for  by  rose 
hip  syrups.  This  company  is  also  con- 
centrating on  its  orange  juices  and  hopes 
to  pick  up  the  business  left  by  Gerber. 
Sales  have  already  increased  even  though 
Gerber  juices  are  still  available  in  some 
outlets  and  Optrex  now  claim  to  have 
taken  over  the  brand  leadership  in  orange 
juices.  Optrex  add .  that  about  70  per 
cent  of  all  baby  fruit  juice  sales  go 
through  pharmacies. 

Promotional  plans 
depend  on  return 
of  television 

As  soon  as  the  Independent  Television 
strike  is  over  Heinz  will  continue  with 
two  new  commercials.  The  theme  will  be 
"Right  for  your  baby,  right  from  the 
start"  and  the  advertisements  will  appear 
in  the  Lancashire,  Midlands,  Yorkshire 
and  Tyne  Tees  areas. 

Advertising  will  run  concurrently  in 
women's  and  mothercraft  magazines  and 
Heinz  baby  foods  are  also  featured  in 
the  medical  Press  and  baby  annuals.  The 
company  recognises  the  growing  impor- 
tance of  pre-prepared  baby  foods  in  the 
Asian  community  and  will  be  advertising 
throughout  the  year  in  Asian  newspapers 
and  cinemas.  A  Heinz  guide  to  infant 
feeding  for  mothers  is  printed  in  five 
Asian  languages. 

Most  of  Farley's  rusk's  scheduled 
£200,000  national  television  campaign  in 
August  and  September  was  cancelled  by 
the  industrial  action. 

"We  know  that  Farley's  rusks  benefit 
from  television  advertising  and  we  intend 
to  go  back  on  television  at  the  right  time 
as    soon    as    possible,"    says  product 

Continued  on  p9 
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How  we  grew  up 
to  be  brand  leader. 


COW  &  GATE 

261% 


Thanks  to  you-and  to  the  most  comprehensive  range  of  babyfoods 
Cow  &  Gate  is  still  the  biggest  brand  name  in  the  babyfeeding  market. 
And  we  hope  we  can  rely  on  your  continued  support. 
Looking  to  the  future,  we  mean  to  grow  even  bigger.  Premium  and 
our  meals  have  already  become  two  of  the  fastest  growing  brands  in 
their  respective  markets? 

And  our  products  are  still  recommended  by  the 
medical  profession  more  frequently  than  any  others.  Ol 

So  the  more  you  stock,  the  more  you'll  profit.    The  Babyfeeding  Specialists 


Some  disappointed  customers 
make  more  fuss  than  others. 

Deprived  of  their  Heinz  Baby  Foods,  your  customers  can  do  worse  than  walk  out 
They  can  scream  the  place  down.  And  why  upset  them?  Heinz  has  the  widest  range. 
Heinz  has  the  most  advertising.  And  Heinz  is  the  biggest  seller  to  small  fry., 
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Promotions 
planned 
for  foods 

Continued  from  p6 

manager  Mr  Anthony  Bush.  "We  do 
not  expect  lack  of  television  advertising 
to  affect  sales  immediately  as  we  believe 
in  the  cumulative  effect  of  such  advert- 
ising. Tf  we  went  out  of  the  medium  for 
a  considerable  period,  then  it  would  pro- 
bably be  a  different  story." 

A  new  Press  campaign  for  Osterfeed 
and  Ostermilk  complete  formula  will 
run  throughout  the  first  half  of  1980. 
The  advertisements  to  "recommenders" 
use  a  question  and  answer  approach  to 
promote  the  brand  as  the  best  alternative 
to  breast  milk  while  the  consumer 
advertisements — restricted  to  specialist 
magazines  and  annuals  aimed  at  ex- 
pectant mothers  and  new  parents — 
use  this  treatment  in  simpler  form. 

A  new  "recommender"  Press 
advertising  campaign  for  Farley's  baby 
cereal  range  will  continue  well  into  next 
year  supported  by  a  new  "recommender" 
and  consumer  leaflet  to  be  launched  at 
the  health  visitors'  conference  in  Brighton 
this  month.  Farex  advertising  is  planned 
in  Nursing  Times'  Community  Outlook, 
Midwife,  Health  Visitor  and  Community 
Nurse,  Health  Visitor  and  the  Bounty 
Annual. 

This  year  Cow  &  Gate  are  investing 
£500,000  behind  their  range.  Although 
the  start  of  the  national  television  cam- 
paign, due  in  August,  was  affected  by 
the  strike,  the  company  responded 
quickly  with  a  national  Press  campaign 
in  September  including  a  "money  off" 
coupon.  Hopefully  the  national  television 
campaign  will  break  in  November  for 
six  weeks,  followed  by  another  burst 
next  January. 

The  range  is  also  featured  in  the 
major  baby  annuals,  their  rusk  in  the 
Bounty  bags  in  certain  areas  and  the 
national  collection  scheme  featuring 
Wendy  Craig  is  still  running.  This  is 
Cow  &  Gate's  heaviest  marketing  invest- 
ment to  capitalise  on  a  growing  market. 

Increased  sampling 

Milupa  granulated  rusks  are  being 
supported  by  increased  sampling  activi- 
ties. Milupa  infant  foods  and  Milumil 
are  on  price  promotion  until  the  end  of 
the  year  through  Vestric,  Unichem, 
Sangers,  Numark  and  Branded  Goods. 
Details  of  free  racks,  trolleys,  merchan- 
dising material  and  local  trade  incentives 
are  available  from  Milupa  representa- 
tives. 

Robinson's  baby  foods  will  continue 
to  be  strongly  promoted  in  the 
specialist  baby  Press  and  through  a  public 
relations  campaign  with  an  emphasis  on 
health  visitors. 

Optrex  are  planning  to  support  their 
baby  fruit  juices  from  next  January  with 


advertising  in  the  mother  and  baby  Press 
and  sampling  via  health  visitors.  More 
"on-pack"  activity  with  premium  offers 
for  young  mothers  is  planned  plus  price 
promotions  at  point  of  sale. 

Aim  to  improve  standards 

Wyeth  Laboratories  have  established  a 
"top-level  board"  to  monitor  the  world- 
wide presentation  and  promotion  of  their 
infant  feed  products  to  ensure  that  the 
highest  ethical  standards  are  maintained. 
The  board  comprises  a  doctor,  a  nutri- 
tionist, a  manufacturing  expert,  a  lawyer 
and  the  company's  representative  on  the 
International  Council  of  Infant  Food 
Industries. 

Besides  reviewing  all  SMA  packs  and 
literature,  the  board  has  already  laid 
down  a  statement  of  Wyeth's  philosophy 
on  infant  feeding  which  must  now  be 
featured  on  all  SMA  packs  and  product 
literature.  The  statement  reads:  "Breast 
milk  is  the  preferred  feeding  for  new- 
borns.   Infant   formula   is   intended  to 


replace  or  supplement  breast  milk  when 
breast-feeding  is  not  possible  or  is 
insufficient,  or  when  mothers  elect  not  to 
breast  feed.  Professional  advice  should 
be  followed  on  matters  of  infant  feeding, 
and  the  cost  of  formula  considered  when 
deciding  how  to  feed  the  baby." 

Wyeth  are  directing  their  material  on 
regular.  Gold  Cap  and  concentrated 
liquid  SMA  to  the  professionals — 
doctors,  clinics,  health  visitors,  midwives 
and  nurses — and  intend  to  ensure  that 
young  mothers  use  the  products  correctly. 

In  collaboration  with  Maws  the  com- 
pany has  just  produced  an  illustrated, 
full  colour  poster  giving  lucid  instruc- 
tions on  "Preparing  baby's  bottle", 
which  is  being  distributed  to  clinics 
throughout  the  country. 

Plans  are  well  in  hand  for  an  educa- 
tional series  of  short  films,  slides, 
cassettes  and  leaflets  on  breast  feeding, 
preparing  the  bottle,  etc,  which  will  be  of 
particular  use  to  health  visitors  advising 
young  mothers. 


NEW  milupa 

GRANULATED  RUSK 

outstanding  for 
babies  and  chemists 

New  Milupa  Granulated  Rusk  brings  the  rusk  market 
back  to  chemists  with  balanced  nourishment  that  really 
satisfies  baby  and  is  easy  for  Mum  to  prepare. 

It's  a  modern  product  that  you  can  recommend  with 

full  professional  confidence- 
2  all  the  Milupa  range, 
:'s  very  profitable,  too. 


milupa 

Milupa  Ltd.  Cowley  Peachey,  Uxbridge  UBS  2JA.  Telephone  West  Drayton  48286 


A  new  generation 
of  baby  foods 


Supplement  to  Chemist  &  Druggist  October  6,  1979-9 


'A  time  for 
aggression' 


With  'births  rising  in  1978  for  the  first 
time  since  1971,  LRC  Products  Ltd, 
manufacturer  of  the  Marigold  and 
Woodward's  baby  ranges,  believe  that 
the  time  has  come  for  both  manufac- 
turers and  retailers  to  promote  baby 
lines  much  more  aggressively  and  take 
advantage  of  the  uplift  in  sales. 

"Sales  of  baby  products  have  been 
depressed  for  far  too  long,"  comments 
Mike  Broadbridge,  LRC  group  product 
manager,  "but  now  we  can  shake  off  the 
gloom  and  begin  promoting  heavily  once 
more.  We  believe  that  it  is  the  chemist 
who  has  the  most  to  gain  because  he 
and  his  staff  can  provide  young 
mothers  with  the  reassurance  and  advice 
they  need." 

LRC  say  that  their  Marigold  Snappies 
pants  are  the  top-selling  brand  in  the 
snap-on  sector  of  the  market  and  ac- 
count for  25  per  cent  of  sterling  sales. 

Snap-on  pants  find  favour  with 
mothers  of  babies  under  one  year;  pull- 
on  pants,  which  have  a  lower  price,  are 
popular  with  mothers  of  babies  over 
this  age.  LRC  say  pull-on  pants  account 
for  66  per  cent  of  sales  and  snap-ons 
30  per  cent.  When  stocking  baby  pants, 
LRC  recommend  that  chemists  should 
carry  pull-ons  and  snap-ons  in  relation 
to  their  share  of  sales,  ie  two  to  one. 


ft 


•V- 


31 


2L 

Cream 


100  g  Tube 


For  your  babyfc  comfort 


A  new  self-selection  unit  is  available  from  Wellcome  consumer  chemist  representatives.  It 
can  be  used  for  both  pack  sizes  of  Drapolene  cream,  now  said  to  hold  a  33  per  cent 
share  of  the  medicated  baby  cream  market.  Drapolene  and  Calpol  showcards  are  also 
available;  Calpol  is  claimed  to  be  the  paediatric  analgesic  brand  leader 


"Independent  chemists  account  for  30 
per  cent  of  (baby  pant  sales  but  mothers 
attracted  to  'one-stop  shopping'  may  turn 
to  their  local  supermarket,"  says  Mike 
Broadbridge.  But  good  display,  backed  up 
by  knowledgeable  staff,  will  protect  the 
chemists'  franchise,  say  LRC. 

In  1978,  total  baby  pant  sales  reached 
£6. 5m  at  rsp.  LRC  predict  that  by  the 
end  of  1979  sales  will  be  £7.5m. 

Both  Woodward's  gripe  water  and 
ibaby  cream  showed  good  volume  growth 


in  1978  with  increased  sales  of  12  per 
cent  for  gripe  water,  while  sales  of 
baby  cream  have  more  than  doubled. 

Advertisements  for  cream  appear  until 
April  1980  in  specialist  mother  and  baby 
magazines  and  Woman  and  Woman's 
Own.  Woodward's  gripe  water  is 
claimed  brand  leader  in  the  carminative 
market  which  is  worth  an  estimated 
£1.9m  at  rsp.  LRC  Products  Ltd, 
Sanitas  House,  Stockwell  Green,  Lon- 
don SW9  9JJ. 


CannonJlbabysafe 


Whafs  in  a  name? 

The  name  Cannon  babysafe'  says  it  all  — 
because  safety  matters. 

The  design  of  the  'babysafe'  Feeding  Bottle 
reflects  this  all  important  safety  factor.  There 
are  no  nooks  or  crannies  where  potentially 
harmful  milk  deposits  can  build  up.  The  neck 
of  the  bottle  is  perfectly  round  and  smooth. 
The  clear,  easy  to  read  measure  markings  are 
'babysafe'  too -printed  on  the  outside, 
ensuring  that  the  walls  of  the  bottle  inside  are 
equally  smooth.  And  because  it's  made  entirely 
of  Polycarbonate,  it's  lightweight,  will  not  break 
even  if  dropped,  and  can  be 
boiled  without  clouding  or 
cracking. 


jacKa. 


Cannon  babysafe  products 
are  distributed  in  England, 
Scotland  and  Wales  by 
Jackel  &  Co.  Ltd. 
Kitty  Brewster  Estate,  Blyth, 
Northumberland  NE24  4RG. 


Also  shown  is  the  Cannon  'babysafe'  Universal  Teat-the 
only  teat  with  two,  three  or  four  holes,  the  most  natural 
and  only  satisfactory  way  of  achieving  different  flow  rates. 
It's  also  genuinely  anti-colic  because  of  its  unique  non- 
collapsible  design,  which  is  why,  when  teamed  with  the 
Cannon  'babysafe'  feeding  bottle,  it's  been  awarded  a 
Certificate  of  Merit  by  the  Royal  Institute  of  Public  Health 
and  Hygiene  for  five  consecutive  years. 

Be  'babysafe'- be  sure. 


cannon*  babysafe 

We  take  more  care . 


Cannon  Rubber  Ltd.,  Ashley  Road,  Tottenham,  London  N17  9LH. 
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Your  recommendation  has  helped  to 
make  Bonjela  a  household  name  for 
speedy  and  lasting  relief  of  mouth  ulcer 
pain  in  adults  and  teething  problems  in 
babies. 

bonjela 

fingertip  relief  for  mouth  ulcer  pain 
and  infant  teething  problems 


Ease  of  use— just  enough  Bonjela  to 
cover  a  fingertip  applied  to  the  trouble 
spot— and  action  within  three  minutes 
lasting  for  up  to  three  hours  will  ensure 
satisfied  customers  and  healthy  repeat 
business  for  you. 


Lloyds  Pharmaceuticals  Ltd.,  Reckitt  &  Colman  Pharmaceutical  Division,  Hull 


Disposables  still 
on  the  increase 


The  disposable  nappy  market  increased 
in  volume  by  30  per  cent  during  the  first 
half  of  this  year  when  compared  with 
the  same  period  in  1978,  according  to 
Modo  Consumer  Products.  In  1975  about 
one  tenth  of  all  nappy  changes  in  the  UK 
were  disposables;  15  per  cent  is  the  pro- 
jected figure  for  this  year. 

Lilia-White  put  a  figure  of  £17  million 
on  the  total  market,  which  they  believe 
has  continued  its  upward  trend  as  a 
result  of  the  increased  birth  rate  and 
increased  range  in  disposable  napkins. 

Modo  add  that  overall  awareness  of 
the  advantages  of  disposables  is  also 
increasing  rapidly  for  the  following 
reasons:  Their  performance  has  become 
more  reliable  and  efficient;  their  value 
for  money  is  becoming  more  widely 
appreciated,  particularly  as  the  cost  of 
buying  and  laundering  terries  continues 
to  inflate,  and  there  is  now  a  much  wider 
variety  and  price  choice;  general  aware- 
ness has  been  heightened  because  of 
widespread  use  of  disposables  in  hospi- 
tals, clinics,  etc. 

So  far,  pharmacies  have  been  the  main 
outlet,  but  because  the  market  is  so 
bouyant  and  is  likely  to  remain  so  for 
at  least  two  years,  Modo  believe  that 
grocers  and  supermarkets  may  try  to 
break  into  it.  They  strongly  urge  that 
chemists  look  at  the  market  closely  and 
ask  themselves  the  following  questions: 
Do  I  offer  my  customers  a  wide  enough 
price  range,  from  economy  to  premium 
price?  Are  all  age  needs  fully  catered 
for?  What  about  specialist  needs,  ie  when 
travelling,  night-time  use,  etc? 

Modo  have  just  published  a  new 
booklet  called  "Tufty  Tails  for  the  new 
generation".  Available  free  from  all 
Modo  representatives  or  direct  from  the 
company,  the  booklet  is  aimed  specifically 
at  pharmacists  and  advises  on  how  to 
capitalise  on  this  growing  market. 

The  booklet  is  the  start  of  a  two- 
pronged  campaign  to  help  both  the  trade 
and  the  consumer  understand  exactly 
what  opportunities  are  open  to  them. 

On  the  consumer  side,  they  are  aiming 
particularly  at  the,  pregnant,  first-time 
"mum",  to  make  her  aware  of  the 
advantages  of  disposables  before  she  has 
completed  her  layette.  They  are  confining 
their  advertising  programme  to  the 
women's  Press,  concentrating  on  the 
specialist  and  family  magazines,  and  plan 
to  spend  at  least  four  times  more  in  1980 
than  their  present  spend  to  increase  awar- 
ness  of  the  Tufty  Tails  name. 

Fast  growth 

Lilia-White  say  that  their  Golden  Babe 
Bambi  range  has  performed  exceed- 
ingly well  by  increasing  its  volume 
growth  at  a  faster  rate  than  that  of  the 
total  market.  Tn  the  past  six  months  the 
range  has  achieved  a  24  per  cent  share 
of  the  market  through  chemists. 


The  launch  in  September  of  the  new 
improved  Golden  Babe  Bambi  was  de- 
signed to  add  impetus  to  the  growth  of 
Lilian-White's  position  in  the  baby 
disposables  field.  The  development  of  a 
new  expanded  polymer  cover,  Tendasoft, 
gives  added  security  and  comfort. 

The  gains  on  disposable  napkins  are 
reflected  in  the  increased  sale  of  baby 
pants.  Golden  Babe  Snuggi  pocketed 
pants  and  Bouncer  pull-on  pants  continue 
to  show  a  steady  increase  i,n  demand. 

Cotton  wool  sales  have  also  increased 
and  Golden  Babe  cotton  wool  rolls  in 
standard  and  larger  economy  pack  as 
well  as  the  bagged  cotton  wool  balls  have 
recorded  gains  of  nearly  22  per  cent  in 
sterling  terms  this  year. 

A  new  Paddi  pant 

Robinsons  of  Chesterfield  are  introduc- 
ing a  new  and  improved  Paddi  Poppon 
nappy  pant  with  a  bonus  offer  to  the 
trade  and  an  introductory  offer  for  con- 
sumers. 

Paddi  Poppons  —  manufactured  in 
"supersoft  plastic  for  extra  comfort, 
easier  washing  and  longlife" — feature  a 
new  "captive  bar,"  on  all  sizes  except 
the  small  size,  to  hold  the  Paddi  Pad 
firmly  in  place.  Adjustable  poppers  on 
legs  and  waist  ensure  a  comfortable  fit 
that  will  also  reduce  the  risk  of  leakage. 
Robinsons  are  also  introducing  a  new 
small  size,  so  that  the  Paddi  Poppon 
range  of  nappy  pants  will  fit  all  babies 
from  birth  to  over  251bs. 

Each  carton  contains  one  pair  of 
pants,  and  there  are  12  cartons  per 
outer  case  which  are  presented  on  a 
shrink-wrapped  display  tray.  Stockists 
can  order  individual  sizes  or  assorted 
sized  cartons  as  desired  and  there  is  a 
trade  bonus  of  at  least  £1  off  the  trade 
price  per  outer. 

For  the  consumer,  Robinsons  are 
offering  a  pair  of  pants  (any  size)  for  not 
more  than  £0.54.  These  packs  are  flashed 
with  a  sticker  to  this  effect,  and  Robin- 


sons are  supporting  the  promotion  with 
special  point  of  sale  material.  The 
buying-in  period  will  continue  until 
November  30.  New  packaging  for  the 
pants  aims  to  project  a  quality  image 
and  make  more  of  performance  and 
comfort  (usual  price  £0.63). 

Smith  &  Nephew  Ltd  makers  of 
Tender  Touch  cotton  wool,  consider 
babycare  to  be  one  of  the  two  major 
usage  areas  in  the  cotton  wool  market 
(the  other  being  cosmetic).  They  estimate 
this  market  to  be  a  growing  £13m  at  rsp. 

This  spring's  on-pack  promotion  of  a 
nursery  mobile  offer  is  to  be  followed 
this  autumn  with  a  consumer  competi- 
tion, offering  the  winner  a  £1,000  fashion 
shopping  spree. 

Smith  &  Nephew  believe  cotton  wool 
represents  an  important  growth  area  to 
the  babycare  sector.  With  today's 
planned  families,  more  money  is  avail- 
able to  spend  on  the  new  baby  for  whom 
cotton  wool  is  a  necessity.  The  company 
intends  to  help  pharmacies  increase  their 
existing  major  share  of  the  market  with 
point  of  sale  material,  including  shelf 
talkers,  dump  bins,  wobblers  and  the 
"space  saver"  material,  details  of  which 
are  available  from  the  sales  force.  There 
will  be  a  women's  Press  advertising 
campaign  and  public  relations  back-up. 

Independents'  exclusive 

UnichenVs  babycare  range,  which  is 
exclusive  to  independent  chemists,  is 
stocked  by  well  over  half  Unichem  mem- 
bers and  by  mid  1980  it  is  estimated  that 
this  figure  will  exceed  90  per  cent. 

Unichem  will  continue  to  support  the 
range  with  their  regular  promotions  and 
to  introduce  further  babycare  own-brand 
products  to  the  range.  An  advisory  ser- 
vice on  merchandising  and  sales  tech- 
niques is  offered,  and  advertising  and 
promotion  activities  will  continue  to 
centre  on  the  baby  bar. 

The  following  figures  show  the  per- 
centage increase  in  sales  volume  achieved 
between  1976  and  1979  for  the  range: 
Baby  pants  350  per  cent,  nappy  liners 
400  per  cent,  disposable  nappies  1,500 
per  cent,  cleansing  roll  250  per  cent, 
pleated  wool  450  per  cent.  Figures  for 
cotton  buds  and  cleansing  puffs  over  the 
same  period  are  not  available  as  the 
products  were  only  introduced  in  1978 
and  1979  respectively. 

The  new  "all  in  one"  nappies  in  two 
sizes,  baby  (12.  £1.15)  and  toddler  (12, 
£1.41)  have  been  enthusiastically  received 
by  independent  chemists,  Unichem  add. 

Recent  entry 

Merrell  &  Pardoe  Ltd  /ecently  entered 
the  disposable  nappy  market  with  Lul- 
laby brands.  The  new  lines  are  an  Ameri- 
can style  "all-in-one"  disposable  nappy, 
available  in  toddler  (10,  £1.29)  and  day- 
time sizes  (14,  £1.29),  and  a  Swedish 
style  insert  disposable  nappy  (20,  £0.68). 

The  company's  recently  appointed 
sales  director  Alan  Planty  says,  "In  this 
highly  competitive  area,  we  had  to  offer 
something  new.  So  our  development 
people  literally  put  all  the  previously 
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available  disposables  under  the  micro- 
scope! In  their  opinion,  an  extra  layer  of 
wood  pulp  and  tissue  would  greatly  in- 
crease the  effectiveness  of  every  nappy 
they  looked  at,  which  is  why  our  Lul- 
laby nappies  now  incorporate  this  extra 
protection." 

Both  styles  are  being  marketed  in  the 
rab'bit  design  packs  which  the  company 
features  throughout  its  existing  range. 
Merrell  &  Pardoe  are  also  introducing 
a  350g  baby  powder  (£0.65)  and  re- 
launching their  zinc  and  castor  oil  cream 
with  lanolin   (250g  £0.53). 

Prenatol  backing 

A.  H.  Robins,  makers  of  Prenatol  anti- 
stretch  mark  cream,  report  that  the 
"stretch  market"  has  continued  to  grow 
in  1979  and  considerable  further  growth 
is  foreseen  in  the  coming  year. 
During  1980,  Prenatol  will  be  backed 


by  professional  Press  advertisements 
directed  to  midwives  and  health  visitors, 
and  "pregnancy  Press"  advertisements 
reaching  mothers-to-be.  These  activities 
will  >be  backed  by  leaflets  and  samples 
to  ante-natal  clinics.  A  display  pack  con- 
taining jars  of  Prenatol,  sample  tubes 
and  free  leaflets  will  be  available.  A.  H. 
Robins  Ltd,  consumer  products  division, 
14  Conduit  Street,  London  W1R  9TG. 

Support  for  new 
Evenflo  range 

Evenflo  Ltd  is  a  new  company  formed  to 
import  and  market  the  baby  feeding 
and  'breast  care  products  of  Evenflo,  the 
leading  brand  in  the  United  States  with 
worldwide  manufacturing  and  distribu- 
tion in  48  countries. 

The  Evenflo  range  covers  40  different 
baby  care  products  (C&D,  September  22, 
p432). 

"Our  advertising  plans,"  says  Ronnie 
Gill,  managing  director  "will  include 
dealer  support  advertising  in  suburban 
Press  and  full  colour  advertisements  in 
national  women's  magazines  which  will 
appear  late  1979  early  1980." 

Representatives  now  cover  the  south 
of  England,  Midlands,  north  west  and 
north  east. 

Editorial  coverage  will  be  effected 
through  the  supply  of  news  and  articles 
to  editors  of  national,  local,  women's 
and  specialist  Press. 

All  UK  stockists  will  receive  free 
copies  of  a  booklet,  "Evenflo — the  joys 
of  nursing,"  for  handing  out  to  expec- 


tant mothers.  A  16mm  film  in  full  colour 
with  the  same  title  will  be  available  for 
free  hire  to  hospitals,  pre-natal  clinics, 
'health  visitors,  etc.  Evenflo  Ltd,  14a 
Clerkenwell  Green,  London  EC1. 

Maws'  growth  year 

1979  has  been  a  year  of  expansion  for 
Maws  with  the  introduction  of  a  com- 
plete new  feeding  system.  They  plan  to 
consolidate  this  in  1980. 

Maws  say  they  have  retained  brand 
leadership  of  the  feeding  bottles  and 
teats  market  with  the  introduction  of  a 
range  of  five  new  feeders,  and  they  have 
recently  introduced  a  sterilising  and  feed- 
ing set  as  the  final  item  in  their  line-up 
of  new  products.  Simpla  sterilising  tab- 
lets have  continued  to  increase  their  sales 
as  more  and  more  mothers  use  the  cold 
water  sterilisation  method. 

Maws  expect  the  trend  in  feeding  bot- 
tles to  continue  towards  polycarbonate. 
They  have  just  launched  a  new  4oz  bottle 
in  polycarbonate  and  2oz  bottles  in 
polycarbonate  and  glass,  so  completing 
their  range  of  five  feeders  in  the  new 
"care  and  comfort"  design.  All  polycar- 
bonate bottles  are  now  printed  rather 
than  embossed  making  the  graduations 
easy  to  read  and  giving  them  a  com- 
pletely smooth  hygienic  interior. 

Maws  will  continue  to  support  their 
products  in  1980  with  advertisments  in 
both  the  general  interest  and  specialist 
Press,  featuring  the  sterilising  unit  in 
particular.  Ashe  Laboratories  Ltd,  Ashe- 
tree  Works,  Kingston  Road,  Leatherhead, 
Surrey  KT22  7JZ. 
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Best  for  Baby  Care 


••• 


The  only  British  Company  making  a  full  range  of  teats 
in  natural  rubber,  latex  rubber  and  silicone  teats  in  all 
sizes  both  wide  and  narrow  necks  with  three  hole  sizes 
in  each  range 

Made  in  England  by  ffe 
WILLIAM  FREEMAN  &  CO.LTD.^ 

Suba-Seal  Works 

Staincross  •  Barnsley  •  Yorkshire  England 
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Suba-Seal  have  40  years  experience 

in  the  manufacture  of  teats, 
soothers,  comforters, teething  trainers, 
warmers,  bottles  &  hot  water  bottles.  ~ 


J&J  plan  to 
lead  a  new 
growth  phase 


Johnson  &  Johnson  are  "all  set  to  lead 
the  way  into  a  new  decade  of  oppor- 
tunity, with  a  mixture  of  innovation,  in- 
creased promotional  expenditure  and 
proven  marketing  expertise." 

Chris  Wicks,  Johnson  &  Johnson's 
marketing  manager  baby  products  divi- 
sion, comments,  "Over  the  last  three 
years,  our  unit  growth  rate  has  doubled 
each  year,  and  1979  has  been  the  best 
year  for  seven  years.  If  we  achieve  our 
targets  for  1980,  and  I  am  sure  we  will, 
our  baby  product  business  will  have 
more  than  doubled  in  the  last  five  years." 

The  company  aims  to  lead  the  baby 
toiletries  market  into  a  new  growth 
phase  by  boosting  overall  marketing 
expenditure  from  £2|m  to  £3m  in  the 
coming  year. 

Baby  shampoo  is  being  supported  by 
a  television  test  in  Trident  during  Octo- 
ber/November, backed  by  two  new  60 
and  30  second  commercials — to  be  con- 
tinued and  extended  in  1980.  Press 
advertisements  will  appear  in  leading 
women's  magazines  up  to  December  and 
throughout  1980.  The  shampoo  is 
claimed  to  hold  a  55  per  cent  share  of 
the  £750,000  baby  shampoo  market  and 
a  4.5  per  cent  share  of  the  £55  million 
adult  shampoo  market.  As  much  as  80 
per  cent  of  the  sales  go  for  adult  usage 
and  the  percentage  through  chemists  is 
51  per  cent. 

New  display  for  lotion 

Baby  lotion  will  continue  to  be  sup- 
ported with  national  television  adver- 
tising in  1980  and  new  display  material 
to  link  with  the  new  commercial  featur- 
ing a  four  year  old  girl  will  be  available 
before  the  next  burst  of  advertising 
starts.  The  lotion  is  claimed  brand 
leader  in  the  baby  sector  with  a  30  per 
cent  share  of  the  £2m  market.  The  com- 
pany adds  that  it  is  also  the  largest 
adult  skin  cleanser  with  a  14  per  cent 
share  of  the  £16. 5m  cold /cleansing 
cream  sector.  The  percentage  of  sales 
through  chemists  is  48  per  cent,  with  90 
per  cent  of  sales  going  for  adult  usage. 

Johnson's  baby  powder  is  the  brand 
leader  of  all  retail  talcs  with  a  share  o'f 
15.9  per  cent  of  the  £41m  talcum  market. 
It  is  also  claimed  brand  leader  in  the 
£800,000  baby  powder  market  with  a 
58.3  per  cent  share.  The  percentage  of 
sales  through  chemists  is  59  per  cent. 

Baby  oil  will  be  supported  with  a 
£300,000  television  campaign  in  1980, 
which  features  a  30-second  commercial 
entitled  "Ballerina."  As  much  as  90  per 
cent  of  sales  are  for  adult  usage. 

Johnson's  cotton  buds  hold  a  52.5  per 
cent  share  of  the  cotton  swabs  market 
and  the  percentage  of  sales  through 
chemists  is  61  per  cent.  During  Novem- 


Mrs  Helen  Brookes  and  tier  son  James,  stars  of  Farley  Health  Products'  latest  films — 
"Getting  to  know  each  other"  and  "Changing  days" — about  the  first  few  days  of  life.  The 
films,  available  for  sale  or  hire,  are  designed  as  teaching  aids  for  midwives  and  health 
visitors,  and  are  also  recommended  for  showing  to  parentcraft  classes 


ber  consumers  will  be  offered  a  free 
Duplo  toy  boat  made  by  Lego,  in  re- 
turn for  five  tokens  from  the  special 
offer  packs  of  cotton  buds. 

Johnson's  say  that  the  baby  bath 
launched  in  February  has  been  an  "out- 
standing success".  It  achieved  brand 
leadership  within  six  months  of  the 
launch  and  now  commands  a  36  per  cent 
share  of  the  £l|m  baby  bath  additive 
market.  The  product  is  being  supported 
by  an  advertising-promotional  budget  of 
£130,000.  During  October,  November 
and  December,  advertisements  will 
appear  in  Mother,  Mother  and  Baby, 
Family  Circle  and  Living.  Two  of  the 
baby  annuals  will  also  carry  advertise- 
ments, as  will  the  professional  publica- 
tions, Health  Visitor  and  Midwife, 
Health  Visitor  and  Community  Nurse. 

Johnson's  baby  cream  was  advertised 
nationally  for  the  first  time  last  year  and 
sales  increased  by  50  per  cent.  Far  more 
significant  levels  of  advertising  are 
planned  for  1980  in  women's  magazines, 
to  tap  the  product's  potential  as  an  adult 
skin  moisturiser.  Half  the  sales  are 
through  chemists. 

Baby  soap  claims  a  55  per  cent  share 
of  the  baby  soap  market  with  60  per 
cent  of  sales  going  through  chemists. 
Consumer  offers  are  a  regular  feature 
with  money-off  packs  and  special  pre- 
priced  packs.  A  consumer  promotion 
for  Baby  Dry  liners  will  run  in  Novem- 
ber and  December  with  an  offer  on 
50  and  100s  packs.  In  return  for  four 
tokens  consumers  will  receive  a  free 
pack  of  four  Tommee  Tippee  baby  pants. 
Full  page  advertisements  for  Baby  Dry 
liners  will  be  featured  in  You  and  Your 
Baby  and  The  Bounty  Baby  Book.  The 
product  range  will  also  be  featured  in 
colour  advertisements  in  The  Bounty 
Baby  Book,  Parents  and  Mother.  John- 
son &  Johnson  Ltd,  Slough,  Berks. 


Nappy  treatments 

The  germicidal  nappy  treatment  market 
is  worth  over  £3. 5m  at  rsp,  of  which 
the  chemist  accounts  for  £2.5m,  accord- 
ing to  Richardson  Merrell  Ltd.  How- 
ever, the  chemist's  share  also  includes 
Boots  who  produce  their  own  brand. 

During  the  past  twelve  months  ex- 
factory  sterling  sales  of  Napisan  through 
pharmacy  outlets  have  shown  a  56  per 
cent  increase.  Napisan  is  brand  leader, 
with  a  share  of  57  per  cent. 

Napisan  is  promoted  through  sampl- 
ing in  hospitals  and  clinics,  and  the 
brand  is  part  of  the  heavily  advertised 
Milton  range  of  products  which  in  1979 
will  spend  over  £lm  on  television  alone. 
The  Napisan /Milgard  link  is  also  pro- 
moted through  the  trade  by  the  sales 
force.  Richardson  Merrell  Ltd,  20 
Queensmere,  Slough,  Berks  SL1  1YY. 

Other  addresses 

Cow  &  Gate   Babyfoods   Ltd,  Trow- 
bridge, Wilts  BA14  8HZ. 
Farley  Health  Products  Ltd,  Torr  Lane, 
Plymouth  PL3  5UA. 
H.  J.  Heinz  Co  Ltd,  Hayes  Park,  Hayes, 
Middlesex. 

Milupa    Ltd,    Milupa    House,  Lyons 
Estate,   High   Road,   Cowley  Peachey, 
Uxbridge,  Middlesex. 
Robinsons  Baby  Foods,  Reckitt  &  Col- 
man  Products  Ltd,  Damson  Lane,  Hull, 
Lilia-White    Ltd,    Alum    Rock  Road, 
Birmingham  B8  3DZ. 
Merrell  &  Pardoe  Ltd,  Kelvin  Way,  West 
Bromwich,  West  Midlands. 
Modo  Consumer  Products  Ltd,  Modo 
House,  Chichester  Street,  Chester. 
Robinsons  of  Chesterfield,  Wheat  Bridge 
Mills,  Chesterfield. 

Smith  &  Nephew  Ltd,  Bessemer  Road, 
Welwyn  Garden  City,  Herts. 


14 -Supplement  to  Chemist  &  Druggist  October  6,  1979 


Bickiepegs 


-boost 
'Baby' 

UP22II978 

(BY  VOLUME) 

UP207.I979 

BICKIEPEGS-  TODATE) 
the  hard  biscuits  containing  no  sugar 

#    EXERCISE  THE  GUMS 
&    MAKING  TEETHING  EASIER 
^    —AND  MOTHER  HAPPIER 

and  the  DOIDY  CUP 
makes  for  easier  drinking 

slanted  to  enable  baby  to  drink  cleanly  without  spills. 
Unbreakable,  hygienic.  Blue,  Pink,  Yellow  or  White. 

Bickiepegs  Limited,  43-47  Jopp's  Lane,  John  Street,  Aberdeen  AB1  1BX. 


INTRODUCING  g\ 

evenflo 


Full  range  of  Baoy  Feeding 
and  Breast  Care  Products 


THE  TRADE  PRESS 
IN  BRITAIN 


The  Trade  Press  in  Britain 


Chief  executives  are  avid 
readers  of  the  Trade  Press. 
Half  of  them  regularly  read  at 
least  five  trade  journals. 
Nine  out  often  get  most  of 
their  authoritative  information 
on  their  industries  from  the 
the  Trade  Press. 
And  they  rely  on  it  more  than 
any  other  medium  for  assessing  future  prospects. 
These  are  just  some  of  the  findings  of  a  new  research 
study  commissioned  by  Benn  Publications.  As  well 
as  chief  executives,  we  talked  to  marketing  directprs 
and  advertising  agents.  Some  surprising  new  facts 
and  opinions  emerged  which  emphasize  the  need 
for  a  fresh  look  at  the  role  of  the  Trade  Press  in 
reaching  decision  makers  in  trade  and  industry. 

We've  published  the  results  in  a  32-page  report  'The 
Trade  Press  in  Britain'.  Write  for  a  complimentary  copy 
to  Marketing  Services  Department,  Benn  Publications 
Limited,  25  New  Street  Square, London  EC4A  3JA. 


BennB 

publishing  for  business 


Attractive  Packaging 

Immediate  delivery 
throughout  the  U.K.  from 
stock  London 

24  hour  fill  in  service  in 
Greater  London  Area 

"The  Joy  of  Nursing"  (Free 
to  Stockists) 

Local  Advertising  support 
starts  soon 


See  your  Evenflo  Rep 
or  Telephone: 

01-253-5567 

Evenflo  Ltd 

14a  Clerkenwell  Green 

London  EC1 


evenflo 
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Chemist  &  Baby 
doing  well. 

After  the  successful  introduction  of  our  Maws  Simpla  Sterilizing  and 
Feeding  Set  this  June  we're  pleased  to  say  both  Chemist  and  Baby  are  doing  well. 
This  is  just  as  we  planned.  After  all,  having  been  designed  to  combine  the 
maximum  safety  for  babies  with  the  greatest  convenience  for  mothers,  the 
Simpla  Sterilizing  and  Feeding  Set  was  bound  to  succeed. 

Since  July  we've  been  supporting  the  launch  with  a  massive  advertising 
campaign  which  will  last  until  the  end  of  next  year.  Our  colour  advertisements 
for  the  Maws  Simpla  Sterilizing  and  Feeding  Set  will  continue  to  appear 
frequently  in  the  mother  and  baby  press  and  women's  magazines  including 
Woman,  Mother,  My  Weekly,  Parents,  Living  and  Family  Circle. 


All  of  this  suggests  that  Chemist 
and  Baby  will  continue  to  do  well. 


'^Smrto  ^SBnpH 


We  make  sure  you  give  them  the  best 

For  more  information  please  contact  your  local  Ashe/Maws  salesman  or  ring  the  Sales  Manager  on  Leatherhead  76151. 
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